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APPENDIX I 
Random Sample Results 
Ouestion Al: Motivation for starting or running your business 
Count % of Respondents % of Table Total 
Available Market Opp. 45 28-66 26.47 
Wanted to be own boss 62 39.49 36.47 
Redundancy 11 7.01 6.47 
Unemployment 4 2.55 2.35 
Inherited / Took over b. 36 22.93 21.18 
Manage b. not owner 6 3.82 3.53 
Other responses 6 3.82 3.53 
Total 170 108.28 100 
Question A2: Are you involved in or a member of any of the followin2? (Please tick 
all anpropriate boxes) 
Count Percent 
Business Club 16 10.1 ý- 
Chamber of Commerce 39 24.20 
Freemasons' Lodge 7 4.46 
Strategic Alliance 2 1 1.27 
Trade Association 71 45.22 
Others 18 11.46 
Ouestion A3: Competitor Co-operation 
Count Percent 
Access to new geographical markets 9 5.73 
Access to new product / service markets 9 5. 73 
Advertising / Promotion 9 1 5.73 
Employee recruitment / selection 8 5.10 
Information Exchange 32 20.38 
Manufacturing 7 4.46 
Market Research 5 3.18 
New Product Development 3 1.91 
Purchasing 14 8.92 
Source of Finance 5 3.18 
Others 2 1.27 
Question A3: Distributors Co-operation 
Count Percent 
Access to new geographical markets 9 5.10 
Access to new product / service markets 17 10.83 
Advertising / Promotion 17 10.83 
Employee recruitment / selection 0 0.00 
Information Exchange 15 9.55 
Manufacturina 8 5.10 
Market Research 6 3.82 
New Product Development 6 3.82 
Purchasing 11 7.01 
Source of Finance 2 1.27 
Others 0 0.00 
Question A3: Customers Co-operation 
Count Percent 
Access to new geographical markets 19 12.10 
Access to new product / service markets 21 13.38 
Advertising / Promotion 24 15.29 
Employee recruitment / selection 4 2.55 
Information Exchange 25 15.92 
Manufacturing 
_ 
11 7.01 
Market Research 13 8.28 
New Product Development 21 1 13.38 
Purchasing 7 4.46 
Source of Finance 7 4.46 
Others 2 1.27 
Ouestion A3: Suppliers Co-operation 
Count Percent 
Access to new geographical markets 15 9.55 
Access to new product / service markets 38 24.20 
Advertising / Promotion 49 31.21 
Employee recruitment / selection 0 0.00 
Information Exchange 34 21.66 
Manufacturing 17 10.83 
Market Research 16 10.19 
New Product Development 31 19.75 
Purchasing 40 25.48 
Source of Finance 7 4.46 
Others 2 1.27 
Question A3: Consultants Co-operation 
Count Percent 
Access to new geographical markets 12 7.64 
Access to new product / service markets 7 4.46 
Advertising I Promotion 17 10.83 
Employee recruitment / selection 6 3.82 
Information Exchange 11 7.01 
Manufacturing 2 1.27 
Market Research 15 9.55 
New Product Development 6 3.82 
Purchasing 3 1.91 
Source of Finance 16 10.19 
Others 4 2.55 
Respondent Af! e 
Count Percent 
Less than 20 2 1.32 
20 to 29 3 1.99 
30 to 39 35 23.18 
40 to 49 52 34.44 
50to59 48 31.79 
60+ 11 7.28 
1 Missing 16 1 3.82 
()uestion Bl: Assessing your co-operative activities as a whole how could they best be 
described? (Please tick the most appropriate box) 
Count Percent 
Non-legal agreement 82 71.93 
Legal contract(s) 29 25.44 
Other 3 2.63 
Ouestion B2: How lona before you established an a2reement had you known the firm 
or individual with which you have most recently co-operated? 
Count Percent 
Less than I month 16 14.81 
I to 6 months 12 11.11 
7 to 12 months 5 4.63 
13 to 24 months 11 10.19 
2 to 5 years 37 34.26 
6 to 10 years 2 1.85 
Varies Enormously 2 1.85 
Missing 49 
Ouestion B3: Please indicate the level to which the following factors have been a 
source of concern / fear when co-operating with others (Please tick the most 
appropriate box for each factor). 
Count 
Strong 
Concem 
Reasonable 
Concern 
Some 
Concern 
Little 
Concem 
No Concern Missing 
May not deliver the required standard 18 17 26 11 17 69 
May break the agreement 6 14 30 19 20 69 
May not treat the agreement and 
sub%equent transactions as confidential 
4 16 23 18 23 73 
Expected benefits will not be realized 6 22 33 19 12 65 
May weaken your competitive position 3 8 22 19 32 73 
Parual loss of control of the fin-n to a 
third party 
5 4 13 13 45 77 
Others 0 0 0 
Percent 
Strong Concern Rea%onable 
Concern 
Some Concern Little Concern No Concern Mis%ingo 
May not deliver the required standard 20.22 19.10 29.21 12.36 19.10 43.31 
May break the agreement 6.82 15.91 34.09 20.45 22.73 43.95 
May not treat the agreement and 
sub,. equent transactions as confidential 
4.76 19.05 27.38 21.43 27.38 46.50 
Expected benefit% will not be realized 6.52 23.91 35.87 20.65 13.04 41.40 
May weaken your competitive position 3.57 9.52 26.19 22.62 39.10 46.50 
Partial loss of control of the firm to a 
third party 
6.25 5.00 16.25 16.25 56.25 50.96 
Offien; 0.64 0.64 0 0 0 
Question B4: Looking at your most reewarding co-operative aareement, would vou 
say it was initially motivated by long terrm, medium term or long term needs? (Please 
tick the most appropriate box) 
Count Percent 
Long term (over 5 years) 37 32.74 
Medium term (3 to 5 years) 35 30.97 
Short term (I to 3 years) 41 36.28 
Missing 44 1 28.03 
Question B5: Looking at your activities as a whole, please indicate the extent to which 
they have been successful in achieving the objectives which were set for them (Please 
tick the most anoropriate-box). 
Count Percent 
Highly Successful 13 11.50 
Reasonably Successful 79 69.91 
Neither Successful or Unsuccessful 17 15.04 
Rather Unsuccessful 3 2.65 
Completely Unsuccessful 1 0.88 
Missing 
- 
44 28.03 
Question B6: What benerits do vou look to achieve when co-ol2eating with others? 
(Please tick all api)roi)riate boxes) 
Count Percent 
Increase profitability 88 72.13 
Seeking a new business experience 28 22.95 
Increase organisational flexibility 27 22.13 
Achieve firm growth 70 57.38 
Reduce uncertainty 37 30.33 
No other choice, had to co-operate 5 4.10 
A means of shortcutting bureaucracy 1 11 9.02 
Others 6 4.92 
The figure used here to determine the valid percentages is 122, those individuals who have 
co-operated with someone in someway. 
Ouestion B6: others 
Count Percent 
0.87 
0.87 
0.87 
Question B7: To what extent do vou believe the involvement of small business supoort 
aizencies (e. a. Business Link, TEC, Chamber of Commerce) would be advantapeous to 
the co-operative process? (Please respond by tickinz a box for each stage). 
Count 
Strong Reasonable Some Little No Benefit Missing 
Benefit Benerit Benefit Benerit 
Introduction of potential 6 16 23 30 26 56 
partners 
Identification of co-operative 7 18 33 24 21 54 
opportunities 
Evaluation of co-operative 5 11 32 23 25 61 
opportunities 
Contract agreement/ signing 0 10 13 32 39 63 
Initial goods/ service 1 12 25 28 29 62 
exchange 
Long term management of 2 2 23 -2-8-- 3-8 64 
the relationship 
Introduction of potential new 8 15 29 23 21 61 
members 
Percent 
Strong Reasonable Some Little Benefit No Benefit Missing 
Benefit Benefit Benefit 
Introduction of potential 5.94 15.94 22.77 29.70 25.74 35.67 
partners 
Identification of co- 6.80 17.48 32.04 23.30 20.39 34.39 
overative ormortunities 
Evaluation of co- 5.21 11.46 33.33 23.96 26.04 38.85 
operative opportunities 
Contract agreement 0.00 10.64 13.83 34.04 41.49 40.13 
s 
Initial goods /service 1.05 12.63 26.32 29.47 30.53 39.49 
exchange 
Long term management 2.15 2.15 24.73 30.11 86 0 * 
40.76 
o the relationship _ Introduction of potential 8.33 15.63 30.21 23.96 88 
[2 
1 38.85 
new members 
Ouestion C2: To what extent do vou believe the involvement of small business 
support agencies (e. g. Business Link, TEC, Chamber of Commerce) would be 
advantageous to the co-operative process? (Please respond by ticking a box for each 
stau). 
Count 
Strong Reasonable Some Little No Benefit Missing 
Beriefit Benefit Benefit Benefit 
Introduction of potential 1 1 8 7 13 127 
partners 
Identification of co-operative 2 2 9 5 13 126 
opportunities 
Evaluation of co-operative 0 3 11 4 13 126 
opportunities 
Contract agreement / signing 0 0 8 5 17 127 
Initial goods /service 1 2 9 3 15 127 
exchange 
Long term management of 0 2 7 6 15 1-27 
the relationship 
introduction of potential new 3 2 9 5 11 127 
members 
Percent 
Strong Reasonable Some Little Benefit No Benefit Missing 
Benefit Benefit Benefit 
Introduction of potential 3.33 3.33 26.67 23.33 43.33 80.89 
partners 
Identification of co- 6.45 6.45 29.03 16.13 41.94 80.25 
operative opportunities 
Evaluation of co- 0 9.68 35.48 12.90 41.94 80.25 
operative opportunities 
Contract agreement 0 0 26.67 16.67 56.67 80.89 
signing 
Initial goods / service 3.33 6.67 30.00 10.00 50.00 80.89 
exchange 
Long term management 0.00 6.67 -23.33 -20.00 50.00 I 80.89 I 
of the relationship 
Introduction of potential 10.00 6.67 30.00 16.67 36.67 80.89 
new member; 
Competitor Co-operation 
Respondent has co-operated with their competitors - Yes / No. 
Count Percent 
Yes, the respondent has co-operated with his/her competitors 53 33.76 
No. the respondent has not co-aperated with his/her competitors 104 66.24 
Consultant Co-operation 
Respondent has co-operated with consultants - Yes / No. 
Count Percent 
Yes, the respondent has co-operated with consultants 42 26.75 
No, the respondent has not co-operated with consultants 115 1 73.25 
Customer Co-operation 
Respondent has co-operated with their customers - Yes / No. 
Count Percent 
Yes, the respondent has co-operated with his/her customers 69 43.95 
No. the respondent has not co-operated with his/her customers 88 56.05 
Distributors Co-operation 
Respondent has co-operated with their distributors - Yes / No. 
Count Percent 
Yes. the respondent has co-operated with his/her distributors 47 29.94 
No, the respondent h&s not co-operated with his/her distributors 110 70.06 
Supplier Co-overation 
Respondent has co-operated with their suppliers - Yes / No. 
Count Pem ýnt 
Yes, the respondent has co-operated with his/ber supplier 91 57.96 
No, the respondent has not co-operated with his/her supplier 66 42.04 
Co-operation 
Respondent has co-operated with someone in someway - Yes / No. 
Count Percent 
Yes, the respondent has co-operated with histher competitors 122 77.71 
No, the respondent has not co-operated with his/her competitors 35 22.29 
9 
Countv 
Count Percent 
Cornwall 85 54.49 
Devon 71 45.51 
Missing 1 0.64 
Ouestion D 1: 1 have a strong need to do things my own way 
Count Percent 
Not at all 6 3.85 
Somewhat 16 10.26 
Moderately so 76 48.72 
ery muc so 
Missing 1 0.64 
Ouestion- D2: I actively seek out other people and listen to what they have to say 
about runnin2 a business 
Count Percent 
Not at all 17 10.90 
Somewhat 54 34.62 
Moderately so 57 36.54 
Very much so 1 28 1 17.95 
1 1 
Missing 1 0.64 
Question D3: I have a strong desire to improve and develop my business 
Count Percent 
Not at all 1 0.64 
Somewhat 9 5.77 
Moderately so 34 21.79 
Very much so 112 71.79 
Missing 1 0.64 
Question D4: I am able to generate lots of ideas when I need to 
Count Percent 
Not at all 1 0.65 
Somewhat 18 11.61 
Moderately so 70 45.16 
Very much so 66 42.58 
Missing 2 1.27 
10 
Question D5: In the world of business I believe there are many opportunities to take 
advanta2e of 
Count Percent 
Not at all 1 0.65 
Somewhat 21 13.55 
Moderately so 59 38.06 
Very much so 74 47.74 
Missing 2 1.27 
Ouestion D6: I believe that the nerformance of my business is lartleiv devendent upon 
mv efforts and abilities 
Count Percent 
Not at all 0 0.00 
Somewhat 19 12.26 
Moderately so 43 27.74 
Very much so 93 60.00 
Missing 2 1.27 
Ouestion D7: I have a clear picture of where I want m-v business to be in the future 
Count Percent 
Not at all 2 1.29 
Somewhat 20 12.90 
Moderately so 56 36.13 
Very much so 77 49.68 
Missing 2 1.27 
Ouestion D8: I Believe that runnina m-v business is largely a risk free option 
Count Percent 
Not at all 111 71.61 
Somewhat 32 20.65 
Moderately so 9 5.81 
Very much so 3 1.94 
Missing 2 1.27 
II 
Question D9: On those occasions when risks are involved I will atteml)t to 2ain more 
information to support anv course of action I take 
Count Percent 
Not at all 1 0.65 
Somewhat 16 10.39 
Moderately so 56 36.36 
Very much so 81 52.60 
Missing 3 1.91 
Question DIO: I am more suited to working for myself and running my own business 
than working for someone else 
Count Percent 
Not at all 8 5.16 
Somewhat 17 10.97 
Moderately so 44 28-39 
Very much so 86 55.48 
Missing 2 1.27 
Question Dll: I am willing and able to listen to and evaluate the advice and guidance 
of others on how to run-mv business 
Count Percent 
Not at all 5 3.23 
Somewhat 29 18.71 
Moderately so 69 44.52 
Very much so 52 33.55 
Missing 2 1.27 
Ouestion D12: I am able to set goals and tar2ets which lead me to the ultimate aim of 
achievinji success in my business 
Count Percent 
Not at all 5 3.23 
Somewhat 39 25.16 
Moderately so 63 40.65 
Veg much so 48 30.97 
Missing 2 1.27 
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Question D13: When confronted with vroblems and difficulties in runnim! mv 
vs forward business I am able to suggest many nossible solutions and wa- 
Count Percent 
Not at all 1 0.65 
Somewhat 22 14.19 
Moderately so 73 47.10 
Very much so 59 38.06 
Missing 2 1.27 
Question D14: When I see an ormortunity for my business I am able to take 
advanta2e of it 
Count Percent 
Not at al 1 0 0.00 
Somewhat 20 12.90 
Moderately so 70 45.16 
Very much so 65 41.94 
Missing 2 1.27 
Ouestion D15: I believe that the performance of my business is Dowerfuliv influenced 
by conditions in the environment / economv etc. 
Count Percent 
Not at all 1 0.65 
Somewhat 16 10.39 
Moderately so 48 31.17 
Very much so 89 57.79 
Missing 3 1.91 
Ouestion D16: I know what position I want my Products / services to occupy in the 
market place in the future 
Count Percent 
Not at all 3 1.95 
Somewhat 19 12.34 
Moderately so 61 39.61 
Very much so 71 46.10 
Missing 3 1.91 
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Ouestion D17: I tend to discount the risks which are a conseauence of certain 
decisions I mahe and certain courses of action I take 
Count Percent 
Not at all 33 21.43 
_ Somewhat 53 34.42 
_ Moderately so 56 36.36 
_ Very much so 12 7.79 
_Missing 
3 1.91 
Question D18: If there is a risk involved in a decision 'Or course of action wbich affects 
mv business I will think it through thoroughly 
Count Percent 
Not at all 0 0.00 
_ Somewhat 11 7.14 
Moderately so 59 38.31 
_ Very much so 84 54.55 
Missing 3 1.91 
Question D19: I am uncomfortable with the idea of running my own business 
Count Percent 
Not at all 126 91.29 
Somewhat 16 10.32 
Moderately so 7 4.52 
Very much so 1 6 3.87 
Missing 2 1.27 
Question D20: I rind it difficult to accept relevant and appropriate advice and, 
guidance when it goes against my own beliefs about the business 
Count Percent 
Not at all 40 25.81 
Somewhat 56 36.13 
Moderately so 36 23.23 
Very much so 23 14.84 
Missing 2 1.27 
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Question D21: I set standards for myself in running my business which are Personally 
challen2in2 
Count Percent 
_Not 
at all 2 1.29 
_Somewhat 
29 18.71 
_Moderately 
so 66 42.58 
Very much so 58 37.42 
_Missing 
2 1.27 
Ouestion D22: I am aware of manv different wavs in which mv product / service 
could be used and developed 
Count Percent 
_Not 
at all 7 4.52 
_Somewhat 
46 29.68 
_Moderately 
so 52 33.55 
Very much so 50 32.26 
Missing 2 1.27 
Question D23: I know how to convert opportunities into real successes 
Count Percent 
_Not 
at all 2 1.29 
Somewhat 47 30.32 
Moderately so 75 48.39 
_Very much so 
31 20.00 
_Missing 
2 1.27 
-Question 
D24: I believe that whether a business is successful or not is lamelv a result 
of luck 
Count Percent 
Not at all 63 40.65 
_Somewhat 
62 40.00 
_Moderately 
so 21 13.55 
Very much so 9 5.81 
Missing 2 1.27 
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()uestion D25: I know what kind of business I wish to be at the head of in the future 
Count Percent 
Not at all 11 7.10 
Somewhat 17 10.97 
Moderately so 55 35.48 
Very much so 72 46.45 
Missing 2 1.27 
Ouestion D26: I am sufficientiv aware of the risks involved in running my business 
Count Percent 
Not at all 1 0.65 
Somewhat 4 2.58 
_Moderately so 
44 28.39 
Very much so 106 68.39 
Missing 2 1.27 
Question D27: I will exl2lore the available options if I evaluate the risks involved in a 
particular course of action as sinificant 
Count Percent 
Not at all 0 0.00 
_Somewhat 
11 7.19 
_Moderately 
so 72 47.06 
Very much so 70 45.75 
_Missing 
4 2.55 
Question D28: I am willing and able to go against the views and opinions of others in 
order to do what I believe is necessary for my business 
Count Percent 
_Not 
at all 0 0.00 
_Somewhat 
15 9.68 
Moderately so 60 38.71 
_ Very much so 80 51.61 
_Missing 
2 1.27 
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Ouestion D29: I tend to reiect the advice and auidance of others 
Count Percent 
Not at all 84 54.55 _ Somewhat 51 33.12 
Moderately so 17 11.04 
_ Very much so 2 1.30 
_ 
Missing 3 1.91 
- Question D30: I have found it difficult to achieve the aims and 2oals I have set for 
mvself and the business 
Count Percent 
Not at all 47 30.52 
Somewhat 62 40.26 
Moderately so 39 25.32 
Very much so 6 3.90 
Missing 3 1.91 
Ouestion D31: I enloy doin2 new thinzs and tryine out new options and possibilites 
Count Percent 
Not at all 2 1.30 
Somewhat 21 13.64 
Moderately so 60 38.96 
Very much so 71 46.10 
Missing 3 1.91 
Question D32: I am able to assess changes in the economic and social environment 
which could provide opportunities for my business 
Count Percent 
Not at all 6 3.90 
Somewhat 49 31.82 
Moderately so 66 42.86 
Very much so 33 21.43 
Missing 3 1.91 
17 
Question D33: I believe it is difficult for me to control what happens in my business 
Count Percent 
Not at all 54 35.29 
Somewhat 69 45.10 
Moderately so 21 13.73 
Very much so 9 5.88 
Missing 4 2.55 
Ouestion- D34: I am unsure about the product / service ranpe which is currently 
central to my business 
Count Percent 
Not at all 125 81.70 
Somewhat 20 13.07 
Moderately so 8 5.23 
Very much o 0 0.00 
Missing 4 2.55 
Ouestion D35: I am able to effectively evaluate the the various risks involved in 
runnina my business 
Count Percent 
Not at all 3 1.95 
Somewhat 21 13.64 
Moderately so 64 41.56 
Very much so 66 42.86 
Missing 3 1.91 
Question D36: If there is a risk involved in a decision or course of action I believe it is 
necessary to have a continizencv Plan 
Count Percent 
Not at all 2 1.32 
Somewhat 32 21.05 
Moderately so 59 38.82 
Very much so 59 38.82 
Missing 5 3.18 
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Question D37: I can structure my own day- and set my own agenda of things I need to 
do 
Count Percent 
Not at all 6 3.90 
Somewhat 21 13.64 
Moderately so 46 29.87 
Very much so 81 52.60 
Missing 3 1.91 
Ouestion D38: I exclude others from decisions which affect the running of my 
business 
Count Percent 
Not at all 79 51.30 
Somewhat 41 26.62 
Moderately so 22 14.29 
Very much so 12 7.79 
Missing 3 1.91 
Question D39: Setting targets to work towards is somethin2 I am able to do easilv 
when runnin2 m-v business 
Count Percent 
Not at all 4 2.60 
Somewhat 35 22.73 
Moderately so 62 40.26 
Very much so 53 34.42 
Missing 3 1.91 
Ouestion D40: When it is appropriate I am able to freelv consider all the options I can 
generate as opposed to thinkina of one and stickina to it resolutely 
Count Percent 
Not at all 0 0.00 
Somewhat 25 16.34 
Moderately so 70 45.75 
Very much so 58 37.91 
Missing 4 2.55 
19 
Ouestion D41: I have a 2ood awareness of opportunities to improve the way I run my 
business includiniz administration, staffiniz, information management, etc, 
Count Percent 
Not at all 0 0.00 
Somewhat 28 18.18 
Moderately so 80 51.95 
Very much so 46 29.87 
Missing 3 1.91 
Ouestion D42: I believe that the-tiood and-bad thin2s which have happened to mv 
business have basically been the result of mv input and effort 
Count Percent 
Not at all 9 5.84 
Somewhat 47 30.52 
Moderately so 50 32.47 
Very much so 48 31.17 
Missing 3 1.91 
Ouestion D43: I feel unsure about the future prospects of my business 
Count Percent 
Not at all 44 28.57 
Somewhat 57 37.01 
Moderately so 43 27.92 
Very much so 10 6.49 
Missing 3 1.91 
Ouestion D44: I avoid assessintz the risks involved in what I do and Fo ahead 
re2ardless 
Count Percent 
Not at all 117 75.97 
Somewhat 23 14.94 
Moderately so 13 8.44 
Very much so 1 0.65 
Missing 3 1.91 
20 
Ouestion D45: I know that if I do not take the risk I will never know success 
Count Percent 
Not at all 15 9.80 
Somewhat 30 19.61 
Moderately so 63 41.18 
Very much so 45 29.41 
Missing 4 2.55 
Ouestion-D46: If it was a i)ossibility I would rather work for someone else as opposed 
to runnimi mv own business 
I Count Percent 
Not at a] 1 133 86.36 
Somewhat 14 9.09 
Moderately so 5 3.25 
Very much so 2 1.30 
Missing 3 1.91 
Ouestion D47: I often ignore the advice and guidance of others, including other 
business owners, business advisers, collenues, etc. 
Count Percent 
Not at all 84 54.55 
Somewhat 50 32.47 
Moderately so 15 9.74 
Very much so 5 3.25 
Missing 3 1.91 
Question D48: I have a strong need to achieve personal success throuah the 
performance of my business 
Count Percent 
Not at all 9 5.84 
Somewhat 31 20.13 
Moderately so 55 35.71 
Very much so 59 38.31 
Missing 3 1.91 
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Question D49: I find it difficult 
-to generate alternative solutions and 
innovative 
options when confronted with problems and opportunities 
Count Percent 
_Not 
at all 97 62.99 
_Somewhat 
40 25.97 
Moderately so 14 9.09 
_Very 
much so 3 1.95 
Missing 3 1.91 
Question D50: If changes and developments need to be made to my product / service I 
can see these and make my business more attractive to the market place 
Count Percent 
_Not at all 
1 0.66 
_Somewhat 
29 19.08 
_Moderately so 
70 46.05 
Very much so 52 34.21 
Missing 5 3.18 
Ouestion D51: I believe that other veople have a more powerful influence upon mv 
business than I do 
Count Percent 
_Not at all 
85 55.56 
Somewhat 37 24.18 
_Moderately so 
19 12.42 
_Very 
much so 1 12 7.84 
Missing 4 2.55 
Ouestion D52: I am not really sure what product / service to focus my-attention upon 
and develop as my core business 
Count Percent 
Not at all 118 76.62 
Somewhat 23 14.94 
Moderately so 8 5.19 
Very much so 5 3.25 
Missing 3 1.91 
22 
Ouestion D53: I evaluate and iudae different aspects of a decision course of action in 
terms of the risks involved 
Count Percent 
Not at all 6 3.92 
Somewhat 35 22.88 
Moderately so 65 42.48 
Very much so 47 30.72 
Missing 4 2.55 
Ouestion D54: If I have invested time and money and other resources in a narticular 
course of action I will devote eneniv to seeing it throu2h 
Count Percent 
Not at all 1 0.65 
Somewhat 7 4.55 
Moderately so 47 30.52 
Very much so 99 64.29 
Missing 3 1.91 
Dimension A: Need for Autonomv 
Dimension Score Count Percent 
'14 
1 0.65 
3 1.95 
6 3.90 
17 7 4.55 
8 5.19 
20 12.99 
'20 
20 12.99 
21 26 16.88 
22 19 12.34 
23 21 13.64 
24 23 14.94 
Missing 3 1.91 
23 
Dimension B: Networking 
Dimension Score Count Percent 
8 1 0.65 
9 0 0.00 
10 2 1.30 
11 3 1.95 
12 1 0.65 
13 5 3.25 
14 6 3.90 
15 11 7.14 
16 10 6.49 
17 12 7.79 
18 19 12.34 
19 23 14.94 
20 19 12.34 
21 11 7.14 
22 15 9.74 
23 11 7.14 
24 5 3.25 
Missing 3 1.91 
Dimension C: Need for Achievement 
Dimension Score Count Percent 
9 1 0.65 
10 0 0.00 
I1 0 0.00 
12 3 1.95 
13 2 1.30 
14 3 1.95 
15 6 3.90 
16 11 7.14 
17 22 14.29 
18 22 14.29 
19 15 9.74 
20 23 14.94 
21 16 10.39 
22 14 9.09 
23 6 3.90 
24 10 6.49 
Missing 3 2.00 
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Dimension D: Creativitv 
Dimension Score Count Percent 
13 2 1.31 
14 7 4.58 
15 5 3.27 
16 4 2.61 
17 17 11.11 
18 20 13.07 
19 21 13.73 
20 20 13.07 
21 20 13.07 
22 15 9.80 
23 7 4.58 
24 15 9.80 
Missing 4 2.55 
Dimension E: Opportunism 
Dimension Score Count Percent 
10 0 0.00 
11 1 0.66 
12 2 1.32 
13 3 1.97 
_ 14 7 4.61 
15 8 5.26 
16 17 11.18 
17 23 15.13 
18 15 9.87 
19 22 14.47 
20 14 9.21 
21 9 5.92 
22 12 7.89 
23 7 4.61 
24 12 7.89 
Missing 5 3.18 
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Dimension F: Locus of Control 
Dimension Score Count Percent 
10 1 0.65 
I1 0 0.00 
12 5 3.27 
13 6 3.92 
14 6 3.92 
15 15 9.80 
16 19 12.42 
17 25 16.34 
18 17 11.11 
19 26 16.99 
20 16 10.46 
21 12 7.84 
22 5 3.27 
Missing 4 2.55 
Dimension G: Vision 
Dimension Score Count Percent 
10 0 0.00 
11 3 1.96 
12 0 0.00 
13 1 0.65 
14 2 1.31 
15 3 1.96 
16 6 3.92 
17 14 9.15 
18 11 7.19 
19 14 9.15 
20 22 14.38 
21 21 13.73 
22 19 12.42 
23 17 11.11 
24 20 13.07 
Missing 4 2.55 
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Dimension H: Attitude towards Risk 
Dimension Score Count Percent 
13 1 0.66 
14 4 2.63 
15 0 0.00 
16 7 4.61 
17 15 9.87 
19 21 13.82 
19 19 12.50 
20 24 15-79 
21 15 9.97 
22 21 13.82 
23 14 9.21 
24 11 7.24 
Missing 5 3.18 
Dimension J: Risk StrateRy 
Dimension Score Count Percent 
14 1 0.66 
15 6 3.95 
16 6 3.95 
17 19 12.50 
18 13 8.55 
19 17 11.19 
20 18 11.84 
21 27 17.76 
22 21 13.82 
23 17 11.18 
24 7 4.61 
Missing 5 3.18 
Growth 
Count Percent 
Start Up 2 1.33 
Survival 34 22.67 
Growth 77 51.33 
Maturity 37 24.67 
Missing 7 4.46 
Sex 
Count Percent 
Male 132 87.42 
Female 19 12.58 
Missing 6 3.97 
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APPENDIX II 
BEMA Sample Results 
29 
Question Al: Motivation for starting or running your business 
Count % of Respondents % of Table Total 
Available Market Opp. 45 30.00 27.44 
Wanted to be own boss 53 35.33 32.32 
Redundancy 19 12.67 11.59 
Unemployment 3 2.00 1.83 
Inherited / Took over b. 25 16.67 15.24 
Manage b. not owner 12 8.00 7.32 
Other responses 7 4.67 4.27 
Total 164 109.34 100.01 
Question A2: Are you involved in or a member of any of the following? (Please tick 
all appropriate boxes) 
Percent 
Business Club 13.30 
_ Chamber of Commerce 28.00 
_ Freemasons' Lodge 6.00 
_ trategic Alliance 
Trade Association 98.70 
_ Others 7.30 
Question A3: Competitor Co-operation 
Count Percent 
Access to new geographical markets 3 2.00 
Access to new product / service markets 6 4.00 
Advertising / Promotion 2 1.33 
Employee recruitment / selection 51 3.33 
Information Exchange 21 14.00 
Manufacturing 18 12.00 
Market Research 4 2.67 
New Product Development 1 0.67 
Purchasing I1 7: 33 
Source of Finance 0 0.00 
Others 0 0.00 
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Ouestion A3: Distributors Co-operation 
Count Percent 
Access to new geogra2hical markets 10 6.67 
Access to new product / service markets 7 4.67 
Advertising / Promotion 7 4.67 
Employee recruitment I selection 0 0.00 
Information Exchange 9 6.00 
Manufacturing 6 4.00 
Market Research 6 4.00 
New Product Development 7 4.67 
Purchasing 7 4.67 
Source of Finance 0 0.00 
Others 0 0.00 
()uestion A3: Customers Co-operation 
Count Percent 
Access to new geographical markets 21 14.00 
Access to new product / service markets 20 13.33 
Advertising_/ Promotion 20 13.33 
Employee Tecruitment / selection 51 3.33 
Information Exchange 37 4.67 
Manufacturing 45 0.00 
Market Research 10 6.67 
New Product Development 39 26.00 
Purchasing_ 18 12.00 
Source of Finance 3 2.00 
Others 1 0.67 
Ouestion-A3: Suppliers Co-operation 
Count Percent 
Access to new geographical markets 8 5.33 
Access to new product / service markets 17 11.33 
Advertising / Promotion 19 12.67 
Employee recruitment / selection 21 1.33 
Information Exchange 26 17.33 
Manufacturing 27 18.00 
Market Research 5 3.33 
New Product Development 12 8.00 
Purchasing 29 19.33 
Source of Finance 2 . 33 1 
Others 0 . 00 0 
30 
Ouestion A3: Consultants Co-operation 
Count Percent 
Access to new geographical markets 9 6.00 
Access to new product / service markets 6 4.00 
Advertising / Promotion 17 11.33 
_ Emplovee recruitment / selection 12 8.00 
Information Exchange 4 2.67 
_ Manufacturing 3 2.00 
_ Market Research 12 8.00 
_ New Product Development 6 4.00 
_Purchasing 
2 1.33 
Source of Finance 9 6.00 
_ 
_Others 
2 1.33 
Respondent Ape 
Count Percent 
Less than 20 6 4.20 
_ 20 to 29 2 1.40 
_ 30 to 39 16 11.19 
_ 40 to 49 45 31.47 
50 to 59 58 40.56 
60+ 16 11.19 
Ouestion Bl: Assessim! vour co-operative activities as a whole how could ther best be 
described? (Please tick the most appropriate box) 
Count Percent 
_Non-legal agreement 
90 78.95 
_Legal 
contract(s) 23 20.18 
Other 1 0.88 
Question B2: How long before you established an agreement had vou known the rirm 
or individual with which vou have most recentIv co-operated? 
Count Percent 
_Less 
than I month 7 6.14 
I to 6 months 15 13.16 
7 to 12 months 11 9.65 
13 to 24 months 41 35.96 
2 to 5 years 22 19.30 
. 
.6 
to 10 years 5 4.39 
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Question B3: Please indicate the level to which the following faciors have been a 
source of concern / fear when co-ol2erating with others (Please tick the most 
appropriate box for each factor). 
, 
Count 
Strong 
Concern 
Reasonable 
Concern 
Some 
Concern 
Little 
Concern 
No Concern 
May not deliver the required standard 19 19 29 9 17 
May break the agreement 10 10 21 27 23 
May not treat the agreement and 
_subsequent 
transactions as confidential 
6 10 22 27 25 
Expected benefits will not be realized 4 23 42 18 10 
May weaken your competitive position 8 6 18 26 28 
Partial loss of control of the firm to a 
third party 
3 8-1 13 21 42 
Others 0 0J 0 10 0 
Percent 
Strong 
Concern 
Reasonable 
Concern 
Some 
Concern 
Little 
Concern 
No Concern 
May not deliver the required standard 20.43% 20.43% 31.18% 9.68% 18.28% 
May break the agreement 10.99% 10.99% 23.08% 29.67% 25.27% 
May not treat the agreement and 
_subsequent 
transactions as confidential 
6.67% 11.11010 24.44% 30.00% 27.78% 
Expected benefits will not be realized 4.12% 23.71% 43.30% 18.56% 10.31% 
May weaken your competitive position 9.30% 6.98% 20.93% 30.23% 32.56% 
Partial loss of control of the firm to a 
third party 
3.41% -9.09% 1 14.77% J - 23.86% 1 47.73% 
Others 0 0 0 0 0 
Question B4: Looking at your most reewarding co-operative agreement, would vou 
say it was initially motivated by long terrm. medium term or Iong term needs? (Please 
tick the most appropriate box) 
Count Percent 
Long term (over 5 years) 32 28.57 
_Medium 
term (3 to 5 years) 33 29.46 
Short term (I to 3 years) 47 41.96 F Missing 1 38 1_ 25.33 
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Question B5: Looking at your activities as a whole, please indicate the extent to which 
they have been successful in achieving the oblectives which were set for them (Please 
tick the most appropriate box). 
Count Percent 
Highly Successful 13 11.50 
Reasonably Su cessful 73 64.60 
Neither Successful or Unsuccessful 20 17.70 
Rather Unsuccessful 5 4.42 
Completely Unsuccessful 2 1.77 
Missing 37 24.67 
Ouestion B6: What beneflts do you look to achieve when co-opeatinz with others? 
(Please tick all appropriate boxes) 
Count Percent 
Increase profitability 85 73.91 
Seeking a new business experience 36 31.30 
Increase organisational flexibili! X 25 21.74 
- Achieve firm growth 83 72.17 
Reduce uncertainty 32 27.93 
_ No other choice, had to co-operate 7 6.09 
_ 
_A 
means of shortcutting bureaucracy 8 6.96 
_Others 
3 2.61 
The figure used here to determine the valid percentages is 115, those individuals who have 
co-operated with someone in someway. 
Ouestion B6: others 
Count Percent 
_Access 
to additional resources 1 0.87 
_Client satisfaction 
1 0.87 
_Improved reliability 
1 0.87 
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Question B7: To what extent do you believe the involvement of small business support 
nencies (e. 2. Business Link, TEC, Chamber of Commerce) would be advantageous to 
the co-operative process? (Please respond by tickin2 a box for each sta2e). 
Count 
Strong 
Benefit 
Reasonable 
Benefit 
Some 
Benefit 
Little 
Benefit 
No Benefit 
Introduction of potential panners 15 11 31 25 23 
Identification of co-operativc 
orportunities 
6 23 32 23 18 
_ Evaluation of co-operative opportunities 4 17 23 30 24 
Contract agreement / signing 2 8 25 25 36 
Initial goods / service exchange 3 11 23 27 32 
L, ong term management of the 
relationship 
1 8 17 31 I 38 
introduction of potential new members 10 22 - r- 19 17 
Percent 
Strong 
Benefit 
Reasonable 
Benefit 
Some 
Benefit 
Little 
Benefit 
No Benefit 
Introduction of potential partners 14.29 10.48 29.52 23.81 21.90 
Identification of co-operative 
opportunities 
5.88 22.55 31.37 22.55 17.65 
Evaluation of co-operative opportunities 4.08 17.35 23.47 30.61 24.49 
Contract agreement / signing 2.08 8.33 26.04 26.04 37.50 
Initial goods / service exchange 3.13 11.46 23.96 28.13 33.33 
Long term management of the 
relationship 
1.05 8.42 17.89 32.63 40.00 
Introduction of potential new members 9.95 21.78 33.66 17.82 16.83 
Ouestion Cl: In the past, which of the following factors has been most influencial in 
your decision not to co-operate with other firms? (Please tick the most appropriate 
boxes) 
Count Percent 
Lack of opportunity 13 37.14 
No benefit to be gained from co-operation 10 28.57 
Prefer to do things your own way 6 17.14 
Not an option you have previously consi ere 18 51.43 
Risks involved 12 34.29 
Other 2 5.71 
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Ouestion C2: To what extent do you believe the involvement of small business 
support agencies (e. g. Business Link, TEC, Chamber of Commerce) would be 
advantageous to the co-operative process? (Please respond by ticking a box for each 
staim). 
Count 
Strong 
Benefit 
Reasonable 
Benefit 
Some 
Benefit 
Little 
Benefit 
No Benefit 
Introduction of potential partners 5 5 11 4 5 
Identification of co-operative 
opportunities 
4 7 10 5 3 
Evaluation of co-operative opportunities 2 4 13 6 4 
Contract agreement / signing 1 4 6 11 7 
Initial goods I service exchange 0 4 10 10 5 
Long term management of the 
relationship 
2 
Introduction of potential new members 13 3 3 
Percent 
Strong 
Benefit 
Reasonable 
Benefit 
Some 
Benefit 
Little 
Benefit 
No Benefit 
Introduction of potential partners 16.67 16.67 36.67 13.33 16.67 
Identification of co-operative 
opportunities 
13.79 24.14 34.48 17.24 10.34 
Evaluation of co-operative opportunities 6.90 13.79 44.83 20.69 13.79 
Contract agreement / signing 3.45 13.79 20.69 37.93 24.14 
Initial goods / service exchange 0 13.79 34.48 34.48 17.24 
Long term management of the 
relationship 
6.90 10.34 27.59 37.93 17.24 
Introduction of potential new members 3.45 31.03 44.83 10.34 10.34 
Competitor Co-operation 
Respondent has co-operated with their competitors - Yes / No. 
Count Percent 
Yes, the respondent has co-operated with his/her competitors 39 26.00 
No. the respondent has not co-operated with his/her competitors 111 74.00 
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Consultant Co-operation 
Respondent has co-operated with consultants - Yes / No. 
Count Percent 
Yes, the respondent has co-operated with consultants 37 24.67 
an No. the respondent has not co-operated with consult ts 113 75.33 
Customer Co-meration 
Respondent has co-operated with their customers - Yes / No. 
Count Percent 
Yes. the respondent has co-operated with his/her customers 84 56.00 
No. the respondent has not co-operated with his/her customers 66 44.00 
Distributors Co-operation 
Respondent has co-operated with their distributors - Yes / No. 
Count Percent 
Yes. the respondent has co-operated with his/her distributors 29 19.33 ý 
- 
-No, 
the respondent has not co-operated with his/her distributors 121 80.67 
Sum2lier Co-operation 
Respondent has co-operated with their suppliers - Yes / No. 
Count Percent 
Yes, the respondent has co-operated with his/her supplier 60 40.00 
No, the respondent has not co-operated with his/her supplier 90 60.00 
Co-operation 
Respondent has co-operated with someone in someway - Yes / No. 
Count I PercenAt 
Yes, the respondent has co-operated with his/her competitors 115 76.67 j 
No. the respondent has not co-operated with his/her competitors 35 23.33ý 
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County 
Count Percent 
Avon 54 37.24 
Cornwall 3 2.07 
Devon 14 9.66 
Dorset 24 16.55 
Gloucestershire 14 9.66 
Gwent 2 1.39 
Mid-Glamorgan 1 0.69 
Oxfordshire 2 1.38 
_Somerset 
13 8.97 
South Glamorgan 1 0.69 
Wiltshire 17 11.72 
I Missing 5 1 3.33 
Question Dl: I have a strong need to do things my own way 
Count Percent 
_Not 
at all 2 1.36 
_Somewhat 
21 14.29 
_Moderately 
so 72 48.98 
ery much so 52 35.37 
_Missing 
3 2.00 
Question D2: I activety seek out other veople and listen to what they have to sav 
about running a business 
Count Percent 
_Not at all 
11 7.48 
_Somewhat 
48 32.65 
-- - erately so 
60 40.82 
Very much so 28 19.05 
_Missing 
3 
Question D3: I have a strong desire to improve and develop my business 
Count Percent 
_Not at all 
0 0.00 
Somewhat 5 3.40 
_Moderately so 
39 26.53 
ery muc so 
Missing 
_3 
2.00 
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Ouestion D4: I am able to zenerate lots of ideas when I need to 
Count Percent 
Not at all 2 1.36 
Somewhat 31 21.09 
Moderately so 55 37.41 
very mucn so I D9 I 4U. I 
Missing 3 
Ouestion D5: In the world of business I believe there are many opi)ortunities to take 
advantne of 
Count Percent 
Not at all 0 0.00 
Somewhat 22 14.97 
Moderately so 55 37.41 
Very much so 7.62 
I 
Missing 3 -:: 2ýL700:: 
j 
Question D6: I believe that the Performance of my business is largely dependent upon 
my efforts and abilities 
Count Percent 
Not at all 4 2.72 
Somewhat 20 13.61 
Moderately so 50 34.01 
Very much so 73 49. 
Missing 3 2.00 
Ouestion D7: I have a clear Wcture of where I want mv business to be in the future 
Count Percent 
Not at all 4 2.72 
Somewhat 12 8.16 
Moderately so 71 48.30 
Very much so 6U 4. I 
Missing 3 2.00 1 
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Ouestion D8: I Believe that runniniz my business is lar2ely a risk free option 
Count Percent 
Not at all 98 66.67 
_ Somewhat 34 23.13 
_ Moderately so 13 8.84 
_ Very much so I 
_2 
1 1.3b 
1 1 
_Missing 
13 1 
Ouestion D9: On those occasions when risks are involved I will attempt to gam more 
information to support any course of action I take 
Count Percent 
Not at all 0 0.00 
_ Somewhat 9 6.12 
Moderately so 43 29.25 
_ Very much so 95 1 64.63 
1 1 
Missing 13 1 2.00 
Ouestion D10: I am more suited to workinLy for myself and runnin2 my own business 
than workim for someone else 
Count Percent 
Not at all 11 7.48 
Somewhat 22 14.97 
Moderately so 38 25-85 
cry muc so 6 51.70 
Missing 3 2.00 
Question DI 1: 1 am willing and able to listen to and evaluate the advice and guidance 
of others on how to run my-business 
Count Percent 
Not at all 2 1.36 
Somewhat 30 20.41 
Moderately so 74 50.34 
Very much so 41 
Missing 3 
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Question D12: I am able to set goals and targets which lead me to the ultimate aim of 
achievin2 success in my business 
Count Percent 
Not at all 3 2.04 
Somewhat 31 21.09 
Moderately so 70 47.62 
Very much so 1 41 29.25 
1 1 
Missing 1 31 2.00 
Question D13: When confronted with problems and difficulties in running my 
business I am able to suggest many ]2ossible solutions and ways forward 
Count Percent 
Not at all 0 0.00 
Somewhat 24 16.33 
Moderately so 70 47.62 
Very much so 53 
Missing 3 
uestion D14: When I see an oRportunity for my business I am able to take 
advanta2e of it 
Count Percent 
Not at all 1 0.68 
Somewhat 28 19.05 
Moderately so 53 36.05 
_cry 
much so 65 44.22 
Missing 3 2.00 
Ouestion D15: I believe that the i)erformance of my business is powerfully influenced 
by conditions in the environment / economy etc. 
Count Percent 
Not at all 1 0.68 
Somewhat 20 13.61 
Moderately so 58 39.46 
Very much so 68 
Missing 3 
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Ouestion D16: I know what position I want mv products / services to occupv in the 
market place in the future 
Count Percent 
Not at all 1 0.68 
Somewhat 20 13.61 
Moderately so 62 42.18 
Very much so I- 64 
__I _ 
43.54 1 
1 1 
Missing 3 
Question D17: I tend to discount the risks which are a conseguence of certain 
decisions I mahe and certain courses of action I take 
Count Percent 
Not at all 27 18.37 
Somewhat 61 41.50 
Moderately so_ 55 37.41 
Very much so 
Missing 3 2.00 
Question D18: If there is a risk involved in a decision or course of action which affects 
m-y-business I will think it through thorough1v 
Count Percent 
_Not 
at al 1 0 0.00 
_Somewhat 
11 7.48 
_Moderately 
so 42 28.57 
Very much so 94 63.95 
_Missing 
3 2.00 
Question D19: I am uncomfortable with the idea of running my own business 
Count I Percent 
Not at all 118 80.82 
_ Somewhat 16 10.96 
Moderately so 7 4.79 
Very much so 5 3.42 1 L J 
Missing 14 67 
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Ouestion D20: I find it difficult to accept relevant and appropriate advice and 
guidance when it j! oes against m-v own-beliefs about the business 
Count Percent 
Not at all 11 7.48 
Somewhat 48 32.65 
Moderately so 60 40.82 
Very much so 1 28 1 Y. U5 
Missing 3 2.00 
Question D21: I set standards for myself in running my business which are personaliv 
challenging 
Count Percent 
Not at all 4 2.72 
Somewhat 30 20.41 
Moderately so 46 31.29 
Very much so 
Missing 3 2.00 
Ouestion D22: I am aware of many different wavs in which my product / service 
could be used and develoved 
Count I Percent 
Not at all 4 2.72 
Somewhat 26 17.69 
Moderately so 70 47.62 
Very much so 47 31.97 
Missing 3 2.00 
Question D23: I know how to convert opt)ortunities into real successes 
Count Percent 
Not at all 5 3.40 
Somewhat 49 33.33 
Moderately so 58 39.46 
Very much so 1 35 1 23.1 
1 1 
-Missing 
13 1 2.00 
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Ouestion D24: I believe that whether a business is successful or not is larzelv a result 
of luck 
Count Percent 
Not at all 57 38.78 
Somewhat 60 40.82 
Moderately so 21 14.29 
Very much so 9 6.12 
Missing 3 2.00 
Ouestion D25: I know what kind of business I wish to be at the head of in the future 
Count Percent 
Not at all 5 3.40 
Somewhat 22 14.97 
Moderately so 53 36.05 
Very much so 1 67 1 45.58 
Missing 3 2.00 
Ouestion D26: I am sufficientiv aware of the risks involved in runninf! my business 
Count Percent 
Not at all 3 2.04 
Somewhat 4 2.72 
Moderately so 39 26.53 
ery muc so 11 8.71 
Missing 2.00 
Question D27: I will explore the available options if I evaluate the risks involved in a 
particular course of action as sianificant 
Count Percent 
Not at all 0 0.00 
Somewhat 7 4.79 
Moderately so 71 48.63 
Very much so 1 68 1 46.58 
1 1 
Missing 14 1 2.67 
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Ouestion D28: I am willim! and able to 2o against the views and opinions of others in 
order to do what I believe is necessary for my business 
Count Percent 
Not at all 2 1.36 
_ Somewhat 15 10.20 
_ Moderately so 67 45.58 
_ ery muc so 
_Missing 
2.00 
()uestion D29: I tend to reject the advice and guidance of others 
Count I Percent 
Not at all 78 53.42 
_ Somewhat 44 30.14 
Moderately so 22 15.07 
_Very 
much so 2 1.37 
_Missing 
4 2.67 
Question D30: I have found it difficult to achieve the aims and goals I have set for 
mvself and the business 
Count Percent 
Not at al 1 41 28.08 
Somewhat 53 36-30 
Moderately so 43 29.45 
Very much so 9 6.16 
Missing 4 2.67 
Question D31: I enjoy doing new things and trying out new options and possibilites 
Count Percent 
Not at all 1 0.68 
Somewhat 21 14.38 
Moderately so 53 36.30 
Very much so 1 71 1 48.6 
1 1 
Missing 14 1 2.67 
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Ouestion D32: I am able to assess chan2es in the economic and social environment 
which could provide opportunities for mv business 
Count Percent 
Not at all 10 6.90 
Somewhat 53 36.55 
Moderately so 61 42.07 
Very much so 
Missing 5 3.33 
Question D33: I believe it is difficult for me to control what happens in my business 
Count Percent 
Not at all 55 37.67 
Somewhat 51 34.93 
Moderately so 32 21.92 
Very much so 8 
Missing 4 
Ouestion D34: I am unsure about the product / service range which is currently 
central to my business 
Count Percent 
Not at all 116 79.45 
Somewhat 16 10.96 
Moderately so 7 4.79 
Very much so 7 4.79 
1 1 
J_Missing 41 2.67 
Ouestion D35: I am able to effectively evaluate the the various risks involved in 
runnim! mv business 
Count I Percent 
Not at all 4 2.74 
Somewhat 24 16.44 
Moderately so 62 42.47 
Very much so 56 38.36 
Missing 4 2.67 
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Ouestion D36: If there is a risk involved in a decision or course of action I believe it is 
necessary to have a contin2encv Wan 
Count Percent 
Not at all 3 2.05 
Somewhat 15 10.27 
Moderately so 68 46.58 
. Very much so 16 1 
I 
- Missing 4 2.67 
()uestion D37: I can structure my own day and set mV own a2enda of things I need to 
do 
Count I Percent 
Not at all 8 5.48 
Somewhat 24 16.44 
Moderately so 45 30.82 
Very much so 69 
Missing 4 
Question D38: I exclude others from decisions which affect the running -of my business 
Count I Percent 
Not at all 80 54.79 
Somewhat 40 27.40 
Moderately so 22 15.07 
Very much so 4 
- 
issing 4 
Question D39: Setting targets to work towards is something I am able to do easily 
when runnim! my business 
Count Percent 
_Not 
at all 8 5.48 
_Somewhat 
40 27.40 
Moderately so 56 38.36 
_ 
_Very 
much so 42 28.77 
_Missing 
4 2.67 
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Question D40: When it is apimpriate I am able to freely consider all the ol)tions I can 
generate as olvosed to thinking of one and sticking to it resoluttly 
Count Percent 
Not at all 1 0.68 
Somewhat 20 13.7 0 
Moderately so 67 45.89 
Verv much so 1 58 1 39.73 
Missing 4 2.67 
Question D41: I have a good awareness of opportunities to improve the way I run mv 
business including administration, stafring, information management, etc. 
Count Percent 
Not at all 2 1.37 
Somewhat 24 16.44 
Moderately so_ 67 45.89 
Ve much so 1 33 1 JO. JU 
Missing 4 2.67 
Ouestion D42: I believe that the 2ood and bad thin2s which have happened to mv 
business have basicaliv been the result of mv input and effort 
Count Percent 
Not at all 7 4.79 
Somewhat 34 23.29 
Moderately so 61 41.78 
Verv much so 1 44 1 30.14 
Missing 4 2.67 
Ouestion D43: I feel unsure about the future prospects of my business 
Count Percent 
Not at all 53 36.55 
Somewhat 43 29.66 
Moderately so 38 26.21 
Very much so 11 7.59 
Missing 5 3.33 
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Question D44: I avoid assessing the risks involved in what I do and go ahead 
regardless 
Count Percent 
Not at all 0 0.0 
Somewhat 115 79.31 
Moderately so 23 15.86 
ery muc so 
Missing 5 3.33 
Ouestion D45: I know that if I do not take the risk I will never know success 
Count Percent 
Not at all 22 15.17 
Somewhat 28 19.31 
Moderately so 57 39.31 
Very much so 38 
Missing 5 
Ouestion D46: If it was a possibilitv I would rather work for someone else as opposed 
to runnint! mv own business 
Count Percent 
Not at all 117 80.69 
Somewhat 17 11.72 
Moderately so 7 4.83 
ery muc so 4 2.76 
Missing 3.33 
Question D47: I often ignore the advice and guidance of others, including other 
business owners, business advisers, colleagues, etc. 
Count Percent 
Not at all 96 59.31 
Somewhat 33 22.76 
Moderately so 20 13.79 
Very much so 6 4.14 
Missing 3.33 
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Ouestion D48: I have a stron need to achieve personal success throuph the 
performance of my business 
Count Percent 
Not at all 16 11.03 
Somewhat 25 17.24 
Moderately so 41 28.28 
Very much so 
Missing 5 3.33 
Ouestion D49: I rind it difficult to j! enerate alternative solutions and innovative 
options when confronted with problems-and-og2ortuni ties 
Count Percent 
Not at all 92 63.45 
Somewhat 33 22.76 
Moderately so 12 8.28 
Very much so .5 
Missing 5 3.33 
Ouestion D50: If chames and developments need to be made to mv product / service I 
can see these and make my business more attractive to the market place 
Count Percent 
Not at all 3 2.07 
Somewhat 25 17.24 
Moderately so 76 52.41 
Very much so 41 28.28 
- - 
ýM 
is s in g 5 3.33 
Question D51: I believe that other people have a more powerful influence upon MY 
business than I do 
Count Percent 
Not at all 86 59.31 
Somewhat 37 25.52 
Moderately so 15 10.34 
Ve much so 171 4.8 
1 1- 
Missing 15 1 3.33 
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Question D52: I am not really sure what product / service to focus M-v attention upon 
and develop as mv core business 
Count Percent 
Not at all 103 71.03 
Somewhat 28 19.31 
Moderately so 12 8.28 
Very much so 
Missing 5 3.33 
Question D53: I evaluate and Judge different aspects of a decision / course of action in 
terms of the risks involved 
Count Percent 
Not at all 2 1.38 
Somewhat 35 24.14 
Moderately so 62 42.76 
Very much so 46 31.7 
Missing 5 3.33 
Ouestion D54: If I have invested time and monev and other resources in a T)articular 
course of action I will devote eneriz-v to seeina it throupth 
Count Percent 
Not at all 0 0.0 
Somewhat 9 6.21 
Moderately so 39 26.90 
Very much so 97 66.90 
Missing 5 3.33 
Dimension A: Need for Autonomv 
Dimension Score Count Percent 
13 2 1.41 
14 3 2.11 
15 5 3.52 
16 9 6.34 
17 7 4.93 
18 8 5.63 
19 9 6.34 
20 20 14.08 
21 19 13.38 
22 24 16.90 
23 25 17.61 
24 11 7.75 
Missing 8 5. 
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Dimension B: Networkin 
Dimension Score Count Percent 
10 1 0.70 
11 2 1.40 
12 5 3.50 
13 6 4.20 
14 4 2.810 
15 _ 11 7.6 9 
16 8 5.59 
17 12 8.39 
18 14 9.79 
19 18 12.59 
20 18 12.59 
21 20 13.99 
22 15 10.49 
23 3 2.10 
24 6 4.20 
Missing 7 4.67 
Dimension C: Need for Achievement 
Dimension Score Count Percent 
10 2 1.40 
11 0 0.0 0 
12 5 3.50 
13 - 4 2.80 
14 4 2.80 
15 8 5.59 
16 13 9.09 
17 10 6.99 
18 14 9.79 
19 18 12.59 
20 19 13.129 
21 16 11.19 
22 18 12.59 
23 _ 7 4.90 
24 5 3.50 
- - Missing 7 4.67 
-j 
ý 
51 
Dimension D: Creativity 
Dimension Score Count Percent 
13 5 3.50 
14 5 3.50 
15 3 2.10 
16 11 7.69 
17 13 9.09 
18 13 9.09 
19 19 13.29 
20 19 12.59 
21 14 9.79 
22 17 11.89 
23 16 11.19 
24 9 6.29 
Missing 7 4. ý7 
Dimension E: Opportunism 
Dimension Score Count Percent 
10 1 0.70 
11 1 0.70 
12 2 1.41 
13 10 7.04 
14 7 4.93 
15 11 7.75 
16 16 11.27 
17 6 4.23 
18 17 11.97 
19 17 11.97 
20 19 13.38 
21 8 5.63 
22 13 9.15 
23 5 3.52 
24 9 6.34 
ý-Missing 
L8 5.13: 3: 
j 
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Dimension F: Locus of Control 
Dimension Score Count Percent 
8 1 0.70 
9 1 0.70 
10 1 0.70 
11 2 1.40 
12 2 1.40 
13 3 2.10 
14 5 3.50 
15 16 11.19 
16 
_16 
11.19 
17 19 13.29 
18 23 16.08 
19 20 13.99 
20 _ 14 9.79 
21 12 8.39 
22 7 4.90 
23 1 0.70 
Missing 7 4 
Dimension G: Vision 
Dimension Score Count Percent 
10 1 0.70 
11 0 0.00 
12 2 1.40 
13 0 0-00 
14 3 2.10 
15 8 5.59 
16 3 2.10 
17 9 6.29 
18 15 10.49 
19 16 11.19 
20 18 12.59 
21 17 11.89 
22 17 11.89 
23 19 13.29 
24 15 10.49 
Missing 7 4. 
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Dimension H: Attitude towards Risk 
Dimension Score Count Percent 
16 7 4.90 
17 9 6.29 
18 14 9.79 
19 30 20.98 
20 31 21.69 
21 25 17.48 
22 13 9.09 
23 6 4.20 
24 8 5.59 
Missing 7 4.67 
Dimension J: Risk Strateu 
Dimension Score Count Percent 
15 4 2.82 
16 5 3.52 
17 9 6.34 
18 18 12.68 
19 21 14.79 
20 17 11.97 
21 14 9.86 
22 25 17.61 
23 22 15.49 
24 7 4.9 
Missing 8 
Growth 
Count Percent 
Start Up 3 2.08 
Survival 16 11.11 
Growth 88 61.11 
Maturity 1 37 1 25.69 1 
11 
Missing 16 1 
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Sex 
Count Percent 
Male 144 98.63 
Female 2 1.37 
Missing 4 2.67 
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APPENDIX III 
Random Sample & BEMA Sample Combined Results 
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Question Al: Motivation for starting or running your business ' 
Count % of Respondents % of Table Total 
Available Market Opp. 45 28.66 26.47 
Wanted to be own boss 62 39.49 36.47 
Redundancy 11 7.01 6.47 
Unemployment 4 2.55 2.35 
Inherited / Took over b. 36 22.93 21.18 
Manage b. not owner 6 3.82 3.53 
Other responses 6 3.82 3.53 
Total 1 170 1 109.28 100 
Question A2: Are vou involved in or a member of any of the followinO (Please tick 
all appropriate boxes) 
Count Percent 
Business Club 16 10.19 
Chamber of Commerce 38 24.20 
Freemasons' Lodge 7 4.46 
Strategic Alliance 1.27 
Trade Association 71 45.22 
Others 18 11.46 
Ouestion A3: Competitor Co-operation 
Count Percent 
Access to new geographical markets 9 5.73 
Access to new product / service markets 9 5.73 
Advertising / Promotion 9 5.73 
Emplovee recruitment / selection 81 5.10 
Information ixchange 32 20.38 
Manufacturing 7 4.46 
Market Research 5 3.18 
New Product Development 3 1.91 
Purchasing 14 8.92 
Source of Finance 5 3.18 
Others 2 1.27 
57 
()uestion A3: Distributors Co-operation 
Count Percent 
Access to new geographical markets 8 5.10 
Access to new product I service markets 17 10.83 
Advertising / Promotion 17 10.83 
Employee recruitment / selection 01 0.00 
Information Exchange 15 9.55 
Manufacturing 8 5.10 
Market Research 6 3.82 
New Product Development 6 3.82 
Purchasing 11 7.01 
Source of Finance 2 1.27 
Others o 0.00 
Question A3: Customers Co-operation 
Count Percent 
Access to new geographical markets 19 12.10 
Access to new product / service markets 21 13.38 
Advertising / Promotion 24 15.29 
Employee Tecruitment / selection 4 2.55 
Information Exchange 25 15.92 
Manufacturing 11 7.01 
Market Research 13 8.28 
New Product DeveI02ment 21 13.38 
Purchasing 7 4.46 
Source of Finance 7 4.4 
Others 2 
ý 
7 1.27 
Question A3: Suppliers Co-operation 
Count Percent 
Access to new geographical markets 15 9.55 
Access to new product / service markets 38 24.20 
Advertising / Promotion 49 31.21 
Employee recruitment / selection 0 0.00 
Information Exchange 34 21.66 
Manufacturing 17 10.83 
Market Research 16 10.19 
New Product Development 31 19.75 
Purchasing 40 
Source of Finance 7 
Others 2 
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Ouestion A3: Consultants Co-operation 
Count Percent 
Access to new geographical markets 12 7.64 
Access to new product / servicc markets 7 4.46 
Advertising / Promotion 17 10.83 
Employee recruitment / selection 6 3.82 
Information Exchange 11 7.01 
Manufacturing 2 1.27 
Market Research 15 9.55 
New Product Development 6 3.82 
Purchasing 3 
Source of Finance 16 
Others 4 
Respondent Aize 
Count Percent 
Less than 20 2 1.32 
20 to 29 3 1.99 
30 to 39 35 23.18 
40 to 49 52 34.44 
50 to 59 48 31.79 
60+ 11 7.28 
Missing 16 3.82 
Question Bl: Assessing 
-your co-operative activities as a whole 
how could they best be 
described? (Please tick the most appromiate box) 
Count Percent 
Non-legal agreement 92 71.93 
Legal contract(s) 29 25.44 
Other 3 2.63 
Question B2: How long before you established an agreement had you known the firm 
or individual with which -vou 
have most recentIV co-operated? 
Count Percent 
Less than I month 16 14.81 
1 to 6 months 12 11.11 
7 to 12 months 5 4.63 
13 to 24 months 11 10.19 
2to5ye s 37 34.26 
6 to 10 years 2 1.95 
Varies Enormously 2 1.85 
Missing 49 
-: 
3: 1: 2:: Iý 
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Question B3: Please indicate the level to which the following factors -have 
been a 
source of concern / fear when co-overating with others (Please tick the most 
appropriate box for each factor). 
Count 
Strong 
Concern 
Remonable 
Concem 
Some 
Concern 
Little 
Concern 
No Concem Missing 
May not deliver the required standard 18 17 26 11 17 68 
May break the agreement 6 14 30 18 20 69 
May not treat the agreement and 
sub%equent trdn%actions as confidential 
4 16 23 18 23 73 
Expected benefits will not be realized 6 22 33 19 12 65 
May weaken your competitive position 3 8 22 19 32 73 
Partial loss of control of the firm to a 
third party 
5 4 13 13 45 77 
Others II II 101 
-0 0 
1 
Percent 
Strong Concern Rcasonab)e 
Concern 
Some Concern Linle Concern No Concern Mming 
May not deliver the required standard 20.22 19.10 29.21 12.36 19.10 43.31 
May break the agreernent 6.82 15.91 34.09 20.45 22.73 43.95 
May not tmat the agreement and 
subsequent transactions as confidential 
4.76 19.05 27.38 21.43 27.38 46.50 
Expected benefits will not be realized 6.52 23.91 35.87 20.65 13.04 41.40 
May weaken your competitive position 3.57 9.52 26.19 22.62 38.10 46.50 
Partial loss of control of the firm to a 
third party 
6.25 
I 
5.00 
I 
16.25 
I 
16.25 
I 
56.25 50.96 
Others 1 0.64 1 0.64 10 10 0 
Ouestion B4: Looking at vour most reewarding co-operative a2reement. would you 
sav it was initially motivated by long terrm, medium term or lonf! term needs? (Please 
tick the most appropriate box) 
Count Percent 
Long term (over 5 years) 37 32.74 
Medium term (3 to 5 years) 35 30.97 
Short term (I to 3 years) 41 36.28 
Missing 44 28.03 
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Question B5: Looking at -your activities as a whole. please 
indicate the extent to which 
they have been successful in achieving the obiectives which were set for them (Please 
tick the most appropriate box). 
Count Percent 
Highly Successful 13 11.50 
Reasonably Successful 79 69.91 
Neither Successful or Unsuccessful 17 15.04 
Rather Unsuccessful 3 2. 
Completely Unsuccessful 1 0.88 
Missing T4 28.03 
Question B6: What benerits do you look to achieve when co-opeating with others? 
(Please tick all api)rollriate boxes) 
Count Percent 
Increase profitability 88 72.13 
Seeking a new business experience 28 22.95 
Increase organisational flexibility 27 22.13 
Achieve firm growth 70 1 57.38 
Reduce uncertainty 37 30.33 
No other choice, had to co-operate 5 4.10 
A means of shortcutting bureaucracy 11 9.02 
Others 6 4.92 
The figure used here to determine the valid percentages is 122, those individuals who have 
co-operated with someone in someway. 
Ouestion B6: others 
Count Percent 
0.87 
0.87 
0.87 
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Ouestion B7: To what extent do you believe the involvement of small business support 
auncies (e. 2. Business Link, TEC, Chamber of Commerce) would be advantalleous to 
the co-operative process? (Please respond by ticking a box for each stage). 
Count 
Strong Reasonable Some Little No Benefit Missing 
Benefit Benefit Benefit Benefit 
Introduction of potential 6 16 23 30 26 56 
partners 
Identification of co-operative 7 18 33 24 21 54 
opportunities 
Evaluation of co-operative 5 11 32 23 25 61 
opportunities 
Contract agreement / signing 0 10 13 32 39 63 
Initial goods / service 1 12 25 28 29 62 
exchanoe 
Long term management of 2 2 23 29 38 64 
the relationship 
Introduction of potential new 8 15 29 23 21 61 
members 
Percent 
Strong Reasonable Some Little Benefit No Benefit Missing 
Benefit Benefit Benefit 
Introduction of potential 5.94 15.84 22.77 29.70 25.74 35.67 
partnerq 
Identification of co- 6.80 17.48 32.04 23.30 20.39 34.39 
operative opportunities 
Evaluation of co- 5.21 11.46 33.33 23.96 26.04 38.85 
operative opportunities 
Contract agreement 0.00 10.64 13.83 34.04 41.49 40.13 
signing 
Initial goods /service 1.05 12.63 26.32 29.47 30.53 39.49 
exchange I I I I 
Long term management 2.1-5- 2.15 24.73 30.11 40.96 40.76 
of the relationqhip 
Introduction of potential 8.33- 1-5. -6-3 30.21 23.96 21.99 39.95 
new members 
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Question C2: To what extent do you believe the involvement of small business 
support azencies (e. L,. Business Link, TEC, Chamber of Commerce) would be 
advantageous to the co-operative process? (Please respond by tickinlz a box for each 
stne). 
Count 
Strong Reasonable Some Little No Benefit Missing 
Benefit Benefit Benefit Benefit 
Introduction of potential 1 1 8 7 13 127 
partners 
Identification of co-operative 2 2 9 5 13 126 
opportunities 
Evaluation of co-operative 0 3 11 4 13 126 
opportunitice 
Contract agreement / signing 0 0 8 5 17 127 
Initial goods / service 1 2 9 3 15 127 
exchange 
Long term management of 0 2 7 6 15 127 
the relationship 
Introduction of potential new 3 2 9 5 11 127 
members 
Percent 
Strong Reasonable Some Little Benefit No Benefit Missing 
Benefit Benefit Benefit 
Introduction of potential 3.33 3.33 26.67 23.33 43.33 80.89 
partners 
Identification of co- 6.45 6.45 29.03 16.13 41.94 80.25 
operative opmriunities 
Evaluation of co- 0 9.68 35.48 12.90 41.94 80.25 
operative o portunities 
Contract agreement 0 0 26.67 16.67 56.67 80.89 
signing 
Initial goods / service 3.33 6.67 30.00 10.00 50.00 80.89 
exchan%! e 
Long term management 0.00 6.67 23.33 20.00 50.00 80.89 
of the relationship 
Introduction of potential 10.00 6.67 30.00 16.67 36.67 80.89 
new memlxm 
Competitor Co-operation 
Respondent has co-operated with their competitors - Yes / No. 
Count Percent 
Yes, the respondent has co-operated with his/her competitors 53 33.76 
No. the respondent has not co-operated with his/her competitors_ 104 66.24 
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Consultant Co-operation 
Respondent has co-operated with consultants - Yes / No. 
Count Percent 
Yes, the respondent has co-operated with consultants 42 26.75 
No, the respondent has not co-operated with consultants 115 73.25 
Customer Co-operation 
Respondent has co-operated with their customers - Yes / No. 
I Count Percent 
Yes, the respondent has co-operated with his/her customers 69 43.95 
No, the respondent has not co-operated with hisAher customers 88 56.05 
Distributors Co-oneration 
Respondent has co-operated with their distributors - Yes / No. 
Count Percent 
Yes, the respondent has co-operated with his/her disuibutors 47 29.94 
No, the respondent has not co-operated with his/ber distributors 110 70.06 
Supplier Co-operation 
Respondent has co-operated with their suppliers - Yes / No. 
Count I Percent 
Yes, the respondent has co-operated with his/her supplier 91 57.96 
No. the respondent has not co-operated with his/her supplier 66 - 
ý42.04 
Co-operation 
Respondent has co-operated with someone in someway - Yes / No. 
Count Percent 
Yes, the respondent has co-operated with his/her competitors 122 77.71 
No, the respondent has not co-operated with his/her competitors_ 35_ 22.29 
Countv 
Count Percent 
Cornwall 85 54.49 
Devon 71 45.51 
Missing 1 1 0.64 
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Question Dl: I have a strong need to do things my own way 
Count Percent 
Not at all 6 3.85 
Somewhat 16 10.26 
Moderately so 76 49.72 
Very much so 1 58 37.18 
Missing 1 0.64 
()uestion D2: I actively seek out other people and listen to what thev have to sav 
about runniniz a business 
Count Percent 
Not at all 17 10.90 
Somewhat 54 34.62 
Moderately so 57 36.54 
Very much so 28 17.95 
Missing I 
Ouestion D3: I have a strons! desire to improve and develoI2 my business 
Count Percent 
Not at all 1 0.64 
Somewhat 9 5.77 
Moderately so 34 21.79 
Very much so 1.79 
Missin 1 0.64 
Ouestion D4: I am able to izenerate lots of ideas when I need to 
Count Perccnt 
Not at all 1 0.65 
Somewhat 18 11.61 
Moderately so 70 45.16 
Very much so 66_ 
_42.58 
Missing 2 1.27 
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Ouestion D5: In the world of business I believe there are man_v opportunities to take 
advanta2e o 
Count Percent 
Not at all 1 0.65 
Somewhat 21 13.55 
Moderately so 59 38.06 
Very much so 74 47.74 
Missing 2_ 1.27 
Question D6: I believe that the l2erformance of my business is lar2ely dependent upon 
my efforts and abilities 
Count Percent 
Not at all 0 0.00 
Somewhat 19 12.26 
Moderately so 43 27.74 
Very much so 9 60.00 
Missing 2 1.27 
Ouestion D7: I have a clear Weture of where I want mv business to be in the future 
Count Percent 
Not at all 2 1.29 
Somewhat 20 12.90 
Moderately so 56 36.13 
Very much so 77 49.68 
Missing 2 1.27 
Question D8: I Believe that running my business is largely a risk free option 
Count Percent 
Not at all 111 71.61 
Somewhat 32 20.65 
Moderately so 9 5.81 
Very much so 3 1.94 
. 
Missing 2 1.27 
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Question D9: On those occasions when risks are involved I will atteml2t to gain more 
information to support any cOurse of action I take 
Count Percent 
Not at all 1 0.65 
Somewhat 16 10.39 
Moderately so 56 36.36 
Very muc so 5. I 
Missing 3 1.91 1 
Ouestion D10: I am more suited to workim for myself and runnin2 m-v own business 
than working for someone else 
Count Percent 
Not at all 8 5.16 
Somewhat 17 10.97 
Moderately so 44 28.39 
Very much so 86 55.48 
Missing 2 1.27 
Question DI I: I am willing and able to listen to and evaluate the advice and guidance 
of others on how to run my business 
Count Percent 
Not at all 5 3.23 
Somewhat 29 18.71 
Moderately so 69 44.52 
Very much so 52 33.55 
Missin 2 1.27 
Question D12: I am able to set goals and-targets which lead me to the ultimate aim of 
achievina success in my business 
Count Percent 
Not at all 5 3.23 
Somewhat 39 25.16 
Moderately so 63 40.65 
Very much so 46 3U. 91 
Missing 2 1.27 
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Ouestion D13: When confronted with problems and difficulties in running my 
business I am able to suggest many possible solutions and wavs forward 
Count Percent 
Not at all 1 0.65 
Somewhat 22 14.19 
Moderately so 73 47.10 
Very much so 1 59 1 38.06 
Missing 2 1.27 
Ouestion D14: When I see an opt)ortunitv for my business I am able to take 
advanta2e of it 
Count Percent 
Not at all 0 0.00 
Somewhat 20 12.90 
Moderately so 70 45.16 
Very much so 65 41.94 
Missing 2 1.27 
Ouestion D15: I believe that the performance of my business is powerfully influenced 
by conditions in the environment / economy etc. 
Count Percent 
Not at all 1 0.65 
Somewhat 16 10.39 
Moderately so 48 31.17 
Very much so 89 57.79 
Missing 3 1.91 
Ouestion D16: I know what position I want my products / services to occupy- in-the 
market place in the future 
Count Percent 
Not at all 3 1.95 
Somewhat 19 12.34 
Moderately so 61 39.61 
Very much so 1 71 1 46. IU 
Missing 3 1.91 
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Question D17: I tend to discount the risks which are a conseamence of certain 
decisions I mahe and certain courses of action I take 
Count Percent 
Not at all 33 21.43 
Somewhat 53 34.42 
Moderately so 56 36.36 
Very much so 12 7.79 
Missing 3 
Ouestion D18: If there is a risk involved in a decision or course of action which affects 
my business I will think it through thoroughly 
Count Percent 
Not at all 0 0.00 
Somewhat 11 7.14 
Moderately so 59 38.31 
Very much so 84 
Missing 3 1.91 
Question D19: I am uncomfortable with the idea of running my own business 
Count Percent 
Not at all 126 81.29 
Somewhat 16 10.32 
Moderately so 7 4.52 
Very muc so 
Missing 2 1.27 
Question D20: I find it difficult to accept relevant and appropriate advice and 
auidance when it 2oes aiminst mv own beliefs about the business 
Count Percent 
Not at all 40 25.81 
Somewhat 56 36.13 
Moderately so 36 23.23 
Very much so 23 4.84 
Missing 2± : TEd 
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Question D21: I set standards for myself in running my business which are personally 
challemin 
Count Percent 
Not at all 2 1.29 
Somewhat 29 18.71 
Moderately so 66 42.58 
Very much so 1 58 37.2 
1- 
Missing I 
_2 
1.27 
Question D22: I am aware of many different ways in which my product / service 
could be used and develoved 
Count Percent 
Not at all 7 4.52 
Somewhat 46 29.68 
Moderately so 52 33.55 
Very much so 1 50 32.26 
Missing 2 1.27 
Ouestion D23: I know how to convert opportunities into real successes 
Count Percent 
Not at all 2 1.29 
Somewhat 47 30.32 
Moderately so 75 48.39 
Very much so 1 31 1 20.00 
1 
Missing 1 2 
Ouestion D24: I believe that whether a business is successful or not is lar2ely a result 
of luck 
Count Percent 
Not at all 63 40.65 
Somewhat 62 40.00 
Moderately so 21 13.55 
Very much so 9 5.1 
Missing 2 1.27 
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Ouestion D25: I know what kind of business I wish to be at the head of in the future 
Count Percent 
Not at all 11 7.10 
Somewhat 17 10.97 
Moderately so 55 35.48 
Very much so 72 46.45 
Missing 2 1.27 
Ouestion D26: I am sufficiently aware of the risks involved in running my business 
Count Percent 
Not at all 1 0.65 
Somewhat 4 2.58 
Moderately so 44 28.39 
Very much so 1 106 68.39 
1 1 
Missing 12 1 1.27 
Ouestion D27: I will explore the available options if I evaluate the risks involved in a 
varticular course of action as si2nificant 
Count Percent 
Not at all 0 0.00 
Somewhat 11 7.19 
Moderately so 72 47.06 
Very muc so . 75 
Missing 4 2.55 
Question D28: I am willing and able to go against the views and opinions of others in 
order to do what I believe is necessarv for my business 
Count Percent 
Not at all 0 0.00 
Somewhat 15 9.68 
Moderately so 60 38.71 
Very much so bu 3 ]. ()1 
Missing 2 1.27 
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Ouestion D29: I tend to relect the advice and vidance of others 
Count Percent 
Not at all 84 54.55 
Somewhat 51 33.12 
Moderately so 17 11.04 
Very much so 2 1.30 
Missing 3 
Question D30: I have found it difficult to achieve the aims and goals I have set for 
myself and the business 
Count Percent 
Not at all 47 30.52 
Somewhat 62 40.26 
Moderately so 39 25.32 
Very much so 6 3.90 
Missing 3 1.91 
Question D31: I enjoy doinLy new thinl! s and trying out new options and possibilites 
Count Percent 
Not at all 2 1.30 
Somewhat 21 13.64 
Moderately so 60 38.96 
Very muc so 1 46.10 
Mi sing 3 t-1.91 
Question D32: I am able to assess changes in the economic and social environment 
which could provide opportunities for my business 
Count Percent 
Not at all 6 3.90 
Somewhat 49 31.82 
Moderately so 66 42.86 
Very muc so 21.43 
Missing 3 1.91 
Question D33: I believe it is difiricult for me to control what haivens in my business 
Count Percent 
Not at all 54 35.29 
Somewhat 69 45.10 
Moderately so 21 13.73 
Verv much so 9 5.88 
Missing 4 2.55 
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Question D34: I am unsure about the product / service range which is currently 
central to my business 
Count Percent 
Not at all 125 81.70 
Somewhat 20 13.07 
Moderately so 8 5.23 
Very much so 0 0.00 
Missing 4 
Question D35: I am able to effectively evaluate thc, the various risks involved in, 
runninp, mv business 
Count Percent 
Not at all 3 1.95 
Somewhat 21 13.64 
Moderately so 64 41.56 
Very much so 66 42.86 
Missing 3 1.91 
Question D36: If there is a risk involved in a decision or course of action I believe it is 
necessary to have a contingency plan 
Count Percent 
Not at all 2 1.32 
Somewhat 32 21.05 
Moderately so 59 39.92 
Very much so 59 38.82 
Missing 5 3.18 
Ouestion D37: I can structure mv own dav and set mv own apenda of thin2s I need to 
do 
Count Percent 
Not at all 6 3.90 
Somewhat 21 13.64 
Moderately so 46 29.97 
Very much so 81 52.0 
Missing 3 1.91 
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Ouestion D38: I exclude others from decisions which affect the runnina of mv 
business 
Count Percent 
Not at all 79 51.30 
Somewhat 41 26.62 
Moderately so 22 14.29 
Very much so 1 12 1 7.79 
Missing 3 1.91 
Ouestion D39: Setting targets to work towards is something I am able to do easily 
when runnim! my business 
Count Percent 
Not at all 4 2.60 
Somewhat 35 22.73 
Moderately so 62 40.26 
Very much so 1 53 1 34.42 
Missing 3 1.91 
Ouestion D40: When it is appropriate I am able to freely consider all the options I can 
2enerate as opposed to thinkinji of one and stickina to it resolutelv 
Count Percent 
Not at all 0 0.00 
Somewhat 25 16.34 
Moderately so 70 45.75 
Very much so 58 37.91 
Missing 4 2.55 
Question D41: I have a good awareness of opi2ortunities to improve the way I run my 
business including administration, stafring. information management, etc. 
Count Percent 
Not at all 0 0.00 
Somewhat 28 18.18 
Moderately so 80 51.95 
Very muc so 46 29.87 
Missing 3 1.91 
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Question D42: I believe that the good and bad things which have happened to my 
business have basically been the result of my input and effort 
Count Percent 
Not at all 9 5.84 
Somewhat 47 30.52 
Moderately so 50 32.47 
Very much so 48 31.17 
Missing 3 
Question D43: I feel unsure about the future prospects of my business 
Count Percent 
Not at all 44 28.57 
Somewhat 57 37.01 
Moderately so 43 27.92 
Very much so 10 6.4 
Missing 3 1.91 
Question D44: I avoid assessing the risks involved in what I do and j! o ahead 
regardless 
Count Percent 
Not at all 117 75.97 
Somewhat 23 14.94 
Moderately so 13 8.44 
ery muc so 0.65 
Missing 3 1.91 
Ouestion D45: I know that if I do not take the risk I will never know success 
Count Percent 
Not at all 15 9.80 
Somewhat 30 19.61 
Moderately so 63 41.18 
Very much so 1 43 12 
I 
Missing 14 2.55 
Question D46: If it was a lRossibility I would rather work for someone else- as opposed 
to running my own business 
Count Percent 
Not at all 133 86.36 
Somewhat 14 9.09 
Moderately so 5 3.25 
Very muc so . 30 
Missing 3 1.91 
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Ouestion D47: I often ignore the advice and guidance of others, including other 
business owners, business advisers, colleagues, etc. 
Count Percent 
Not at all 84 54.55 
Somewhat 50 32.47 
Moderately so 15 9.74 
Very much so I _5 
3.25 
1 
Missing 
_ 
13 
Ouestion D48: I have a stron2 need to achieve personal success through the 
performance of my business 
Count Percent 
Not at all 9 5.84 
Somewhat 31 20.13 
Moderately so 55 35.71 
Very much so 59 38-31 i 
Missing 3 l 
Ouestion D49: I find it difficult to sienerate alternative solutions and innovative 
ovtions when confronted with problems and opportunities 
Count Percent 
Not at all 97 62.99 
Somewhat 40 25.97 
Moderately so 14 9.09 
Very much so 3 1.95 
Missing 3 1.91 
Question D50: If changes and developments need to be made to my product / servic 
can see these and make my business more attractive to the market place 
Count Percent 
Not at all 1 0.66 
Somewhat 29 19.08 
Moderately so 70 46.05 
Very muc so 52 34.21 
Missing 5 
_: 
73.1 =8 
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Ouestion D51: I believe that other people have a more powerful influence upon my 
business than I do 
Count Percent 
Not at all 85 55.56 
Somewhat 37 24.18 
Moderately so 19 12.42 
Very muc so 
Missi g 4 2.55 
Question D52: I am not really sure what product / service to focus my attention upon 
and develop as my core business 
Count Percent 
Not at all 118 76.62 
Somewhat 23 14.94 
Moderately so 8 5.19 
Very muc so 1 
Missing 3 1.91 
Ouestion D53: I evaluate and iudiie different aspects of a decision / course of action in 
terms of the risks involved 
Count Percent 
Not at all 6 3.92 
Somewhat 35 22.88 
Moderately so 65 42.48 
Very much so 47 30.72 
Missing 4 2.55 
Question D54: If I have invested time and monev and other resources in a particular 
course of action I will devote enemv to seein2 it throu2h 
Count Percent 
Not at all 1 0.65 
Somewhat 7 4.55 
Moderately so 47 30.52 
Very much so 1 99 1 64.29 
1 ---- I 
Missing 13 1 1.91 
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Dimension A: Need for Autonomy 
Dimension Score Count Percent 
14 1 0.65 
15 3 1.95 
16 6 3.90 
17 7 4.55 
19 8 5.19 
19 20 12.99 
20 20 12.99 
21 26 16.88 
22 19 12.34 
23 21 13.64 
24 23 14.94 
Missing 3 1.91 
Dimension B: Networking 
Dimension Score Count Percent 
8 1 0.65 
9 0 0.00 
10 2 1.30 
11 3 1.95 
12 1 0.65 
13 5 3.25 
14 6 3.90 
15 11 7.14 
16 10 6.49 
17 12 7.79 
18 19 12.34 
19 23 14.94 
20 19 12.34 
21 11 7.14 
22 15 9.74 
23 11 7.14 
24 5 3.25 
Missing 3 1.9 1 
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Dimension C: Need for Achievement 
Dimension Score Count Percent 
9 1 0.65 
10 0 0.00 
11 0 0.00 
12 3 1.95 
13 2 1.30 
14 3 1.95 
15 6 3.90 
16 11 7.14 
17 22 14.29 
18 22 14.29 
19 15 9.74 
20 23 14.94 
21 16 10-39 
22 14 9.09 
23 6 3.90 
24 10 6.49 
Missing 3 2.00 
Dimension D: Creativity 
Dimension Score Count Percent 
13 2 1.31 
14 7 4.58 
15 5 3.27 
16 4 2.61 
17 17 11.11 
18 20 13.07 
19 21 13.73 
20 20 13.07 
21 20 13.07 
22 15 9.80 
23 7 4.58 
24 15 9.80 
Missing 4 2.55 
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Dimension E: Opr)ortunism 
Dimension Score Count Percent 
10 0 0.00 
11 1 0.66 
12 2 1.32 
13 3 1.97 
14 7 4.61 
15 8 5.26 
16 17 11.18 
17 23 15.13 
18 15 9.87 
19 22 14.47 
20 14 9.21 
21 9 5.92 
22 12 7.89 
23 7 4.61 
24 12 7.89 
Missing 5 3.18 
Dimension F: Locus of Control 
Dimension Score Count Percent 
10 1 0.65 
I1 0 0.00 
12 5 3.27 
13 6 3.92 
14 6 3.92 
15 15 9.80 
16 19 12.42 
17 25 16.34 
18 17 11.11 
19 26 16.99 
20 16 10.46 
21 12 7.84 
22 5 3.27 
Missing 4 2.55 
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Dimension G: Vision 
Dimension Score Count Percent 
10 0 0.00 
11 3 1.96 
12 0 0.00 
13 1 0.65 
14 2 1.31 
15 3 1.96 
16 6 3.92 
17 14 9.15 
18 11 7.19 
19 14 9.15 
20 22 14.38 
21 21 13.73 
22 19 12.42 
23 17 11.11 
24 20 13.07 
Missing 4 
Dimension H: Attitude towards Risk 
Dimension Score Count Percent 
13 1 0.66 
14 4 2.63 
15 0 0.00 
16 7 4.61 
17 15 9.87 
18 21 13.82 
19 19 12.50 
20 24 15.79 
21 15 9.87 
22 21 13.82 
23 14 9.21 
24 11 7.24 
Missing 5 3.18 
Dimension J: Risk Strategy 
Dimension Score Count Percent 
14 1 0.66 
15 6 3.95 
16 6 3.95 
17 19 12.50 
18 13 8.55 
19 17 11.18 
20 18 11.84 
21 27 17.76 
22 21 13.82 
23 17 11.18 
24 7 4.61 
Missing 5 3.18 
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Growth 
Count Percent 
Start Up 2 1.33 
Survival 34 22.67 
Growth 77 51.33 
Maturity 1 37 1 24.7 
Missing 
1 
17 
1 
1 4.46 
Sex 
Count Percent 
Male 132 87.42 
Female 19 12.58 
Missing 16 1 3.97 
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Appendix IV 
Background Information on Networks 
surveyed for Phase Two of the Research 
83 
Short outlines of organisational. objectives, membership and history can be found below for 
each of the networks. These outlines have been developed through use of the Business 
Clubs UK Directory for 1995, personal interviews with the organisations chief executives 
and internal documents produced by the organisations concerned. 
The Alliance of Business Consultants 
The Alliance of Business Consultants has eighty one practising members, each of whom 
has paid an initial joining fee of E20 and annual subscription of E35. In return for this 
payment members receive a monthly newsletter and membership handbook which gives 
details on member profiles and the products and services they provide. In addition 
members are invited to attend 'contact meetings' which are organised once a month, and 
bi-monthly meetings which include an invited speaker. 
Table IV. 1 Alliance of Business Consultants - Survey Response Rate 
Questionnaire Numbers 
Total number of questionnaires sent 81 
Returned by Post Office 0 
Respondent returned - no longer in business I 
Respondent returned - incomplete (blank) 0 
Adjusted Distribution Total 80 
Total Useable Returns - Count 41 
Total Useable Returns - Percent 51.25% 
The Business Breakfast Club (Bournemouth) 
The Business Breakfast Club (Bournemouth) has twenty six members, each of whom pays 
an initial membership fee of E20 and thereafter an annual subscription of ; ElO. Peter Wooff 
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the groups chief executive suggests that the objective of the club is: "To create a network 
I 
of active business people from diverse occupations united in the single aim of sharing 
business information to the financial benefit of its members! " 
This general objective is broken down into the following specific goals: 
11(l) To have a regular meeting attendance of 30/35 people 
(2) To unashamedly provide business throughout the club 
(3) To result in positive business generated for each member each year 
(4) To provide a mechanism to assist members with their business challenges using the 
resources of the network 
(5) To provide members with inspiration from their peers so they all achieve the optimum. " 
In addition to the above the club is currently seeking to achieve the following vision: 
"To be formally recognised as an example of best practice business networking showing 
the way for other clubs to follow. " 
Although no specific restrictions are placed on membership, members possess the right to 
veto applications for membership from firms operating in the same market or profession. 
The reasoning behind this, Peter Wooff argues, is quite simple "By offering members the 
veto right, we avoid dominance of the group by a single profession, and the conflict and 
loss of control that this can bring. " 
Table IV. 2 Business Breakfast Club (Bournemouth) - Survey Response Rate 
Questionnaire Numbers 
Total number of questionnaires sent 26 
Returned by Post Office 0 
Respondent returned - no longer in business 0 
Respondent returned - incomplete (blank) 0 
Adjusted Distribution Total 
Total Useable Returns - Count 
26 
is 
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Total Useable Returns - Percent 57.69% 
Cardiff & Vale Enterprises 
Although listed in the Business Club Directory, Cardiff and Vale Enterprises or the 
Business Centre as it is now known is better described as a training organisation. The 
objectives of the centre are to provide specialist profit driven training for growth firms. In 
addition membership offers a peripheral benefit in the form of access to a trading network 
of client members, which is facilitated through regular meetings and business related 
events. 
I 
The Business Centre is an enterprise agency, which felt it necessary to establish the 
network / group in the light of the potential threat that the development of the governments 
business link programme. Income generated from members in the form of training, 
reduced rate consultancy and telephone support is estimated as providing as little as 
between three and five percent of organisational turnover. 
Membership is a formal process whereby firms apply and if successful are granted a 
certificate. In the words of the network facilitator "People join as a way of supporting the 
agency (15-20% of members) and as a way of saying thank you. " Group meetings are held 
approximately once every six week, along with the occasional breakfast and all day 
seminar. Attendees tend to be a core group of thirty to forty owner managers. The 
principal motive identified for membership is the "continued need for on-going support. " 
Table IV. 3 Cardiff & Vale Enterprises - Survey Response Rate 
Questionnaire Numbers 
Total number of questionnaires sent 98 
Returned by Post Office 0 
Respondent returned - no longer in business 0 
Respondent returned - incomplete (blank) 0 
Adjusted Distribution Total 98 
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Total Useable Returns - Count 17 
Total Useable Returns - Percent 17.35% 
Table IVA Devon Choice Holidays - Survey Response Rate 
Questionnaire Numbers 
Total number of questionnaires sent 6 
Returned by Post Office 0 
Respondent returned - no longer in business 0 
Respondent returned - incomplete (blank) 0 
Adjusted Distribution Total 6 
Total Useable Returns - Count 6 
Total Useable Returns - Percent 100.00% 
PPS Hotel & Guesthouse, 
PPS Hotel and Guesthouse group is a marketing network which has been established to 
promote the interests of its members by campaigning for support within the city (through 
membership of the Plymouth marketing Bureau and the Plymouth Chamber of Commerce). 
Through the advertising of their services they hope to attract tourists and hotel users in 
larger numbers. 
In addition to attending regular group meetings members socialise, with one another on a 
regular basis. The marketing campaign used centres around the use of direct mail, with all 
tourist information centres and libraries in the United Kingdom and Ireland receiving an 
information pack detailing local attractions and members hotel / guesthouse facilities. A 
more targeted approach is adopted for promoting the city / member services on the 
continent. 
The structure of the group - one chairman and four co-ordinators permits rapid transfcr of 
important information. For example a member with a customer who has checked out 
without paying, been abusive, vandalised or stolen something from the premises can 
87 
quickly warn other members to be on the lookout, thereby preventing all members from 
being similarly disadvantaged. 
Table IV. 5 PPS Hotel & Guesthouse - Survey Response Rate 
Questionnaire Numbers 
Total number of questionnaires sent 36 
Returned by Post Office 0 
Respondent returned - no longer in business 0 
Respondent returned - incomplete (blank) 0 
Adjusted Distribution Total 36 
Total Useable Returns - Count 13 
Total Useable Returns - Percent 36.11% 
Plymouth & District Hotel, Restaurants & Guest Houses Association 
The Plymouth and District Hotel, Restaurants and Guest Houses Association is a trade 
association formed to protect the interests of its members at a local level. The 
organisation fulfils two key roles. Firstly, it is a lobby group which represents the opinions 
of its members at city and county council level, and secondly, it sets minimum standards 
for membership, thereby protecting the interests of existing members and customers who 
use their services. 
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Table IV. 6 Plymouth & District Hotel, Restaurants & Guest Houses Association - 
Survey Response Rate 
Questionnaire Numbers 
Total number of questionnaires sent 44 
Returned by Post Office 0 
Respondent returned - no longer in business 0 
Respondent returned - incomplete (blank) 0 
Adjusted Distribution Total 44 
Total Useable Returns - Count 8 
Total Useable Returns - Percent 18.18% 
Mayflower Produce Limited 
Mayflower Produce Limited is a subsidiary of Anglia produce which fulfils a similar role 
in East Anglia. Since the group was established in 1981 it has grown steadily to its current 
size of twenty nine members (Anglia produce and its subsidiary firms encompasses 
approximately two hundred and eighty farms which accounts for the vast majority of UK 
potato production). The group is essentially agriculturally based and seeks to service its 
members in three ways: agronomy; marketing of members produce (potatoes) and 
assistance in completion of paperwork and administration as required by government or 
European Union bodies. 
The group is a co-operative, and as such agrees to purchase farm produce at a given price 
(E60 an acre was the given price when this data was collected), the potatoes are then sold 
outside of the co-operative on the open market to supermarkets, pre-packers, wholesalers, 
catering and the canning industry. In return for its services Mayflower Produce takes a 
percentage of sales revenue (E4 per ton when this data was collected). 
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The group does not have sole claim on the farmers output, they are able to sell any excess 
over a given acre quota (which varies by farm size) as they feel appropriate. The individual 
farmer is insured against the risk of a particularly poor harvest, as produce is purchased by 
the group by the acre not the ton. Any non-potato produce is sold outside of the co- 
operative, as the co-operative only deals in potato crops. 
Table IV. 7 Mayflower Produce Limited - Survey Response Rate 
questionnaire Numbers 
Total number of questionnaires sent 29 
Returned by Post Office 0 
Respondent returned - no longer in business 0 
Respondent returned - incomplete (blank) 0 
Adjusted Distribution Total 29 
Total Useable Returns - Count 18 
Total Useable Returns - Percent 62.07% 
The UK200 - Accountancy Group 
The UK 200 Accountancy Group was the only organisation researched which did not grant 
(neither did they withhold) permission for the surveying of their network. This was a 
deliberate act on the part of the researcher, as it was acknowledged that a potential existed 
for skewing the results significantly towards groups who already believed themselves to be 
successful and therefore were likely to display a greater propensity towards success. This 
approach however backfired to some extent, in that the chief executive of the organisation 
was understandably irate, and as a result instructed any individuals who consulted him, not 
to complete and return the questionnaire. A number of individuals did however respond, 
along with several who returned the questionnaire blank along with a letter outlining their 
objection to the method by which the survey had been conducted. 
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The UK 200 group has one hundred and eighty members and is seeking to increase this 
figure to a maximum of two hundred. The group has been in operation for over ten years, 
and estimates that its member firms are currently servicing some one hundred and eighty 
thousand members, making it the largest accountancy group in the Great Britain. 
The group takes a firm position on standards and only accepts membership applications 
from firms who meet the required technical standards. In the presidents report detailed in 
the groups magazine - Managing Your Business (Spring 1996) Ritchie Campbell reports 
that: "It is an interesting statistic to report that 60 per cent of firms that applied to join the 
group failed an independent external review of their standards. A few subsequently 
improved standards and then joined the group. This must surely be a healthy indicator in 
support of our continuing desire to improve standards. - p. 5 
Standards are maintained through the use of a regional training programme for partners and 
staff which is provided and managed by the group. Other goals set by the group include the 
development and maintenance of a wide range of client services; information diffusion on 
subjects such as taxation, computing, management consultancy, etc. and a representative 
lobbying force to amongst others the Institute of Chartered Accountants. 
Table IV. 8 UK200: Accountancy Group - Survey Response Rate 
Questionnaire Numbers 
Total number of questionnaires sent 181 
Returned by Post Office 0 
Respondent returned - no longer in business I 
Respondent returned - incomplete (blank) 0 
Adjusted Distribution Total 180 
Total Useable Returns - Count 65 
Total Useable Returns - Percent 36.11% 
Women in Business 
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Although Women in Business groups are active throughout much of the country this 
research was made by possible through the. co-operation of the Kent and Sussex based 
affiliates. The group seeks to support, inform and promote the interests of its two hundred 
and twenty self employed / professional women members, all of whom operate within these 
counties. Meetings are organised five times a month, and supplemented with monthly 
letters and quarterly newsletters. In addition members are provided with annually with a 
directory of members, and are encouraged to use this as a datasource on a day to day basis. 
Table IV. 9 Women in Business - Survey Response Rate 
Quest'onnaire Numbers 
Total number of questionnaires sent 220 
Returned by Post Office 0 
Respondent returned - no longer in business 0 
Respondent returried - incomplete (blank) 0 
Adjusted Distribution Total 220 
Total Useable, Returns - Count 62 
Total Useable Returns - Percent 28.18% 
Freemasons 
copy of the letter sent by the Freemason's Grand Secretary in response to the request for 
assistance in the second phase of this research progranune can be found overleaf. 
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TELEGRAPHIC ADDRESS:, 
'LETCHWORTH. LONDON. WC2B 5AZ' 
PHONE: 071-831 9811 
FAX: 071-831 6021 
UNITED GRAND LODGE OF ENGLAND 
FREEMASONS' HALL, 
GREAT QUEEN STREET. 
LONDON. WC2B5AZ 
GRAND SECRETARY'S 
OFFICE 
16th February 1996 
AMINM 
Our Reference: 
Your Reference: 
Dear Mr. WHte, 
Thank you for your letter of 9 January. I am sorry to have delayed replying but 
your proposal required careful consideration. 
I think that like many others you have a misconception about the nature of 
Freemasonry. Using Freemasonry for one's own or anyone else's advantage and 
networking in the sense of your study are contrary to both the spirit and the rules of 
Freemasonry. Anyone using Freemasonry in either of these ways would lay themselves 
open to Masonic disciplinary procedures. 
From my understanding of your project you are interested in examining the 
means by which members of groups cooperate with each other for mutual profit and 
success. Freemasons, as explained above, do not work together in that way and would 
therefore be unable to complete the pro-forma you have developed as they do not use 
their contacts in Freemasonry for business or professional reasons. 
The principles of Freemasonry - tolerance, charity and morality - should 
influence them in their daily private and public lives but it would be entirely contrary to 
those principles and the spirit of Freemasonry for them to use their membership and 
the contacts they make through membership of Freemasoruy in the way that your 
questionnaire suggests. 
Yours sincerely, 
""4 IV661 - 
. 00 
M. B. S. am 
Commander, Royal Navy 
Grand Secretary 
J. E. VvUte, Esq., 
Plymouth Business School 
University of Plymouth 
Drake Circus 
Plymouth 
Devon PL4 8AA 
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APPENDIX V 
Reliability Analysis for the Durham 
Business School Personality Instrument 
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Dimension A- Need for Autonomy 
RELIABILITY ANALYSIS - SCALE (ALPHA) 
Correlation Matrix 
DI DIO D19 
DI 1.0000 
DIO . 4104 1.0000 
D19 -. 1330 -. 2047 1.0000 
D28 . 3540 . 2276 -. 1164 
D37 . 1548 . 1115 -. 0597 
D46 -. 1017 -. 3440 . 3027 
D28 D37 
1.0000 
. 0868 1.0000 
-. 0567 -. 0492 
D46 
D46 1.0000 
N of Cases = 296.0 
Reliability Coefficients 6 items 
Alpha = . 2159 Standardized item alpha= . 1951 
95 
Dimension B- Contactim! and Listenin2 to others 
RELIABILITY ANALYSIS - SCALE (ALPHA) 
Correlation Matrix 
D2 DII. D20 D29 D38 
D2 1.0000 
D11 . 4088 1.0000 
D20 -. 1719 -. 2484 1.0000 
D29 -. 1878 -. 2741 . 3434 1.0000 
D38 -. 1536 -. 1782 . 1932 . 3770 1.0000 
D47 -. 2116 -. 2142 . 3375 . 5862 . 3459 
D47 
D47 1.0000 
N of Cases = 297.0 
Reliability Coefficients 6 items 
Alpha = . 2917 Standardized item alpha = . 2891 
96 
Dimension C- Need for Achievement 
RELIABILITY ANALYSIS - SCALE (ALPHA) 
Correlation Matrix 
D3 D12 
D3 1.0000 
D12 . 3656 1.0000 
D21 . 3386 . 4252 
D30 -. 0192 -. 1095 
D39 . 2003 . 4785 
D48 . 3623 . 3567 
D21 D30 D39 
1.0000 
. 0130 1.0000 
. 4413 -. 1212 1.0000 
. 3872 -. 0500 . 2096 
D48 
D48 1.0000 
N of Cases = 297.0 
Reliability Coefficients 6 items 
Alpha = . 6088 Standardized item alpha = . 6266 
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Dimension D- Creativity and Innovation 
RELIABILITY ANALYSIS - SCALE (ALPHA) 
Correlation Matrix 
D4 D13 D22 D31 D40 
D4 1.0000 
D13 . 4159 1.0000 
D22 . 2382 . 3716 1.0000 
D31 . 4071 . 3078 . 2490 1.0000 
D40 . 3271 . 3139 . 2294 . 1668 1.0000 
D49 -. 2305 -. 1823 -. 1246 -. 1512 -. 2404 
D49 
D49 1.0000 
N of Cases = 296.0 
Reliability Coefficients 6 items 
Alpha = . 4772 Standardized item alpha = . 4938 
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Dimension E- Opportunistic 
RELIABILITY ANALYSIS - SCALE (ALPHA) 
Correlation Matrix 
D5 D14 
D5 1.0000 
D14 . 2817 1.0000 
D23 . 3165 . 4724 
D32 . 2500 . 2823 
D41 . 2783 . 4413 
D50 . 2976 . 4001 
D50 
DSO 1.0000 
N of Cases = 294.0 
D23 D32 D41 
1.0000 
. 5117 1.0000 
. 4801 . 4642 1.0000 
. 4504 . 4157 . 5250 
Reliability Coefficients 6 items 
Alpha = . 7938 Standardized item alpha = . 7940 
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Dimension F- Locus of Control 
RELIABILITY ANALYSIS - SCALE (ALPHA) 
Correlation Matrix 
D6 D15 D24 D33 D42 
D6 1.0000 
D15 . 0620 1.0000 
D24 . 0426 . 1092 1.0000 
D33 -. 0517 . 1933 . 2663 1.0000 
D42 . 4127 -. 0100 . 0007 -. 0551 1.0000 
D51 -. 1127 . 1062 . 0919 . 3505 -. 1530 
D51 
D51 1.0000 
N of Cases = 296.0 
Reliability Coefficients 6 items 
Alpha = . 3487 Standardized item alpha = . 3535 
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Dimension G- Vision 
RELIABILITY ANALYSIS - SCALE (ALPHA) 
Correlation Matrix 
D7 D16 D25 
D7 1.0000 
D16 . 3568 1.0000 
D25 . 5035 . 4515 1.0000 
D34 -. 1345 -. 0326 -. 0545 
D43 -. 3046 -. 1660 -. 1775 
D52 -. 3753 -. 2860 -. 2828 
D52 
D52 1.0000 
N of Cases = 296.0 
D34 D43 
1.0000 
. 3309 1.0000 
. 3225 . 2759 
Reliability Coefficients 6 items 
Alpha = . 1398 Standardized item alpha = . 1496 
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Dimension H- Awareness of Risks 
RELIABILITY ANALYSIS - SCALE (ALPHA) 
Correlation Matrix 
D8 D17 D26 D35 D44 
D8 1.0000 
D17 . 2244 1.0000 
D26 . 0298 . 0414 1.0000 
D35 -. 0266 -. 0576 . 3754 1.0000 
D44 . 0668 . 2222 -. 0580 -. 0992 1.0000 
D53 . 1168 -. 0781 . 2641 . 2933 -. 1923 
D53 
D53 1.0000 
N of Cases = 295.0 
Reliability Coefficients 6 items 
Alpha = . 3250 Standardized item alpha = . 3268 
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Dimension J- Risk Taking Strategy 
RELIABILITY ANALYSIS - SCALE (ALPHA) 
Correlation Matrix 
D9 DI8 
D9 1.0000 
D 18 . 3453 1.0000 
D27 . 2916 . 3984 D36 . 2020 . 2737 D45 -. 0450 -. 0687 
D54 . 1740 . 3219 
D54 
D54 1.0000 
N of Cases = 294.0 
D27 D36 D45 
1.0000 
. 3691 1.0000 
. 0050 . 1224 1.0000 
. 3320 . 2631 . 0572 
Reliability Coefficients 6 items 
Alpha = . 5488 Standardized item alpha = . 6042 
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APPENDIX VI 
Additional Comments Volunteered by Repsondents to Phase 
One and Two Sta-ndardised Questionnaires 
104 
Phase One - First Standardised Questionnaire - 
Additional Comments Volunteered by Respondents 
Question 138: If you wish to make any additional comments on your businesses co- 
operative activities, or offer any suggestions as to how this questionnaire might be 
improved for future use, please use the space below. 
Case 29 
"This is a cidermaking business. the co-operative activities that we have engaged in have 
been with other businesses etc. which are geographically widely spread. The local business 
support agencies cover too small an area to be of much help to us. " 
Sex: Male, Type of Business: Cidermaking, No. of Employees: 3. Business Age: 6 years, 
Growth Phase: Growth, Address Given? Yes; County: Devon 
Case 78 
"In 4 1/2 years we have had no direct contact from any government supported body. When 
we joined the Chamber of Commerce it seemed to be some kind of old boys club, wasting 
our time and money. " 
Sex: Male, Type of Business: Retail / Wholesale, No. of Employees: 5, Business Age: 4 
years, Growth Phase: Growth, Address Given? No; County: Cornwall 
Case 96 
"COSIRA. Most helpful to us in the 10 years we have been in business. " 
Sex: Female, Type of Business: Machine Manuf., No. of Employees: 9, Business Age: 10 
years, Growth Phase: Growth, Address Given? No; County: Cornwall. 
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"Only supplier / customer relationships and trade associations can deal with INDUSTRY 
matters. General approaches are or for TEC / Chamber of Commerce. " 
Sex: Male, Type of Business: Manufacturer, No. of Employees: 550, Business Age: 23 
years, Growth Phase: 3, Address Given? Yes; County: Cornwall. 
Casej 17 
"Local Chamber of Commerce we feel is run by a few for a few. Not for the good of the 
town. " 
No details given. County: Devon. 
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Case 153 
"Most smaller specialist manufacturing companies have already carefully established their 
market place. Usually not dealing in the public / high street / shopping environment. 
There is little possibility for co-operative production / marketing ... etc.... the most useful 
input from external organisations (DTI, Chamber of Commerce) is assistance to attend / 
exhibit at relevant trade shows etc.... to increase market penetration locally and for export. 
Also assisted lower interest purchasing of capital equipment is helpful. " 
No details given. County: Devon. 
Case 207 
"Agencies should be of use, but I have not seen any results from them. Our joint projects 
came from my own efforts. " 
Sex: Male, Type of Business: Plastics Machining, No. of Employees: 12, Business Age: 22 
years, Growth Phase: Maturity, Address Given? Yes; County: Gloucestershire. 
Case 221 
"It would appear our customer has and is now suffering from poor initial marketing thus 
causing financial problems now! " 
Sex: Male, Type of Business: Machining / Toolmaking, No. of Employees: 9, Business 
Age: 6 years, Growth Phase: Growth, Address Given? Yes; County: Somerset 
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Question C3: If you wish to make any additional comments on your businesses co- 
operative activities, or offer any suggestions as to how this questionnaire might be 
improved for future use, please use the space below. 
Case 28 
"For the 25 years I have been in the retail business I have felt a woman in a mans world and 
this has denied me MANY co-operative opportunities. " 
Sex: Female, Type of Business: Retail, No. of Employees: 2, Business Age: 11 years, 
Growth Phase: Survival; Address Given? - No; County: Devon 
Case 54 
"Our business is too competitive to permit co-operation. " 
Sex: Female, Type of Business: Farming - Plant Hire-Demolition-Heavy' Haulage, No. of 
Employees: 4, Business Age: 40 years, Growth Phase: Survival, Address Given? Yes; 
County: Comwall 
Case 63 
"Need more explanation as to how to apply this to an individual shop -I am not clear as to 
how to interpret your questions. " 
Sex: Female, Type of Business: Retail - Watersports, No. of Employees: 4.5, Business 
Age: 7 years, Growth Phase: Growth, Address Given? Yes; County: Cornwall. 
_Casel 
27 
"I wish I knew which tree you were barking up! Who told you businesses co-operated? Or 
even wanted to? " 
Sex: Male, Type of Business: Garage Group, No. of Employees: 98; Business Age: 35 
years, Growth Phase: Maturity; Address Given? Yes; County: Cornwall. 
Case 210 
"Just a few weeks ago we were approached by business link and are now looking for 
possible partners. Without their advice and guidance we would almost certainly not have 
considered it an option. " 
No details given. 
Case 219 
"This trade is very competitive and, being the final sub-contract stage, is usually the area 
where the initial contractor can re-coup monies he has lost; while this situation prevails, it 
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is not possible to co-operate with competitors, who are cutting each others throat to 
survive. " 
Sex: Male; Type of Business: Industrial Finishing - paint-, No. of Employees: 9; Business 
Age: 11 years; Growth Phase: Growth; Address Given? Yes; County: Somerset. 
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Phase Two - Second Standardised Questionnaire - 
Additional Comments Volunteered by Respondents 
Case 4 
"The questionaire not drawn up for hoteliers. No direct question ref ... tourism. I. E. the Marketing Bureau, Tourist Information Centres, West Country Tourist Board, English 
Tourist Board, RAC, AA, Le Reutiers and the like. " 
Network: Plymouth and District Hotel Guesthouse and Restaurant Association, Sex: Male, 
Age: 50-59, No. of full time employees: 0, Business Age: not given, Company Turnover: 
E5-15k, Turnover derived from network based co-operation: 1-10%, County: Devon. 
Case 5 
"The PDHRGHA is a non-profit making organisation designed to bring together like 
minded business operators. Once together we discuss problems / opportunities common to 
us all and do our best to resolve / maximise them. 
Unfortunately many of our members are from 'one man band' units and will, I feel sure, 
have neither the time nor the inclination to complete your questionnaire. 
But that's life! " 
Network: Plymouth and District Hotel Guesthouse and Restaurant Association, Sex: Male, 
Age: 30-39, No. of full time employees: 45, Business Age: 10, Company Turnover: El- 
E2m, Turnover derived from network based co-operation: 1-10%, County: Devon. 
Case 6 
"I do not feel that this questionnaire appertains to the hotelier. " 
Network: Plymouth and District Hotel Guesthouse and Restaurant Association, Sex: 
Female, Age: 50-59, No. of full time employees: 2, Business Age: 9, Company Turnover: 
E30-: E100k, Turnover derived from network based co-operation: 1-10%, County: Devon. 
Case 12 
"I feel that a lot of the questions asked are not relevant to a small 6 bedroomed guest 
house. " 
Network: PPS Hotel and Guesthouse, Sex: Female, Age: 50-59, No. of full time 
employees: 1, Business Age: 13, Company Turnover: E15-30k, Turnover derived from 
network based co-operation: not given, County: Devon. 
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Case 13 
"A lot of the questions are hypothetical to the trading of bed and breakfast. 
0. L. Williams" 
Network: PPS Hotel and Guesthouse, Sex: Female, Age: 60+, No. of full time employees: 
1, Business Age: 25, Company Turnover: ; E5-15k, Turnover derived from network based 
co-operation: not given, County: Devon. 
Case 15 
"Many questions seem inappropriate to our particular circumstances. It would appear that 
the survey is designed for a more general audience e. g. 'Location of Business (County)'. 
For PPS members that is already nown more specifically. " 
Network: PPS Hotel and Guesthouse, Sex: Female, Age: 40-49, No. of full time 
employees: 0, Business Age: 5, Company Turnover: E30-flOOk, Turnover derived from 
network based co-operation: 11-20%, County: Devon. 
Case 18 
IIPPS is run for the benefit of. - 
a) Its chairman, and 
b) a select few of his 'favourites' who between them (about 10% of all members) gain 
some 90% of all business generated by PPS marketing effort, which is paid for by all of 
the members. " 
Network: PPS Hotel and Guesthouse, Sex: Male, Age: 40-49, No. of full time employees: 
4, Business Age: 4, Company Turnover: 00-E100k, Turnover derived from network based 
co-operation: 0%, County: Devon. 
Case 22 
"The network have proved highly supportive + educational to me as I am new to the 
business. The trade it has generated so far has hardly been worth having but I have faith 
that a further year could see a good improvement in this. 
Any loss was due to the refurbishment and the run-down state of the hotel when I bought it. 
It is showing signs of a good recovery. " 
Network: PPS Hotel and Guesthouse, Sex: Female, Age: No. of full time employees: 0, 
Business Age: 3, Company Turnover: E15-00k, Turnover derived from network based 
co-operation: 1-10%, County: Devon. 
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Case 26 
"It is still too early to assess our network with any meaningful results. There is a learning- 
curve that all members are having to go through with regard to finding and attracting new 
markets. It has opened up new opportunities, which as yet have not beared fruit. " 
Network: Devon Choice Holidays, Sex: Male, Age: 40-49, No. of full time employees: 2, 
Business Age: 11, Company Turnover: E30-f I OOk, Turnover derived from network based 
co-operation: I -10%, County: Devon. 
Case 31 
"(1) In my few years in Mayflower I have not been able to attend any meetings, although I 
hope to in the future. 
(2) 1 doubt I will ever be a leading figure in any co-op movement. " 
Network: Mayflower Produce Limited, Sex: Male, Age: 30-39, No. of full time 
employees: 2, Business Age: 8, Company Turnover: E100-; E500k, Turnover derived from 
network based co-operation: I -10%, County: Devon. 
Case 33 
"As a family farming partnership several of these questions were not relevant. Also the 
options were not always appropriate e. g. C5 -I ticked successful but in my opinion 'partly 
successful' would be more accurate as successful implies there is little need for future 
improvement when this is very rarely the case with any individual or organisation. 
Conversely to put neither successful or unsuccessful seems a negative answer when in this 
case such an answer is also inappropriate. " 
Network: Mayflower Produce Limited, Sex: Male, Age: 30-39, No. of full time employees: 
0, Business Age: 13, Company Turnover: ElOO-E5OOk, Turnover derived from network 
based co-operation: 21-30%, County: Cornwall. 
Case 44 
"A lot of information asked for does not relate to our particular organisation. " 
Network: Mayflower Produce Limited, Sex: Male, Age: 40-49, No. of full time employees: 
10, Business Age: not given, Company Turnover: 000k-flm, Turnover derived from 
network based co-operation: 31-40%, County: Cornwall. 
Case 66 
"rhe chief executive has far too much influence over the group as a whole. " 
Network: UK200, Sex: Male, Age: 40-49, No. of full time employees: 10, Business Age: 
23, Company Turnover:; ElOO-f. 500k, Turnover derived from network based co-operation: 
1-10%, County: Lancashire. 
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Case 118 
"We are a company of environmental consultants. As such we find little in the way of 
market opportunities amongst the members who are mainly SMEs in manufacturing and 
supply. 
We joined the Business Centre to access business advice and funding for training etc. " 
Network: Cardiff and Vale Enterprise Business Centre, Sex: Male, Age: 30-39, No. of full 
time employees: 10, Business Age: not given, Company Turnover:; E100-000k, Turnover 
derived from network based co-operation: 1- 10%, County: South Glamorgan. 
Case 101 
"Not all of these questions are relevant to our business or our connection with the UK200 
group. " 
Network: UK200, Sex: Male, Age: 40-49, No. of full time employees: 18, Business Age: 
not given, Company Turnover: 000k-flm, Turnover derived from network based co- 
operation: 1-10%, County: Surrey. 
Case 126 
"I found some questions not at all relevant to the business centre network meetings I have 
attended. Sorry!! 
P. S. Why Plymouth? " 
Network: Cardiff and Vale Enterprise Business Centre, Sex: Male, Age: 40-49, No. of full 
time employees: 8, Business Age: 9, Company Turnover: F-500k-f: lm, Turnover derived 
from network based co-operation: 21-30%, County: South Glamorgan. 
Case-131 
"Network could be more successful part of problem I am unable to attend regularly. " 
Network: The Business Breakfast Club, Sex: Female, Age: 50-59, No. of full time 
employees: 0, Business Age: 7, Company Turnover: f5-El5k, Turnover derived from 
network based co-operation: 91 -100%, County: Hampshire. 
Case 137 
"To date of haven't been introduced to any new clients but have been able to introduce 
clients to several members. " 
Network: The Business Breakfast Club, Sex: Male, Age: 60+, No. of full time employees: 
1, Business Age: 5, Company Turnover:; El5-E30k, Turnover derived from network based 
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co-operation: 71-80%, County: Hampshire. 
Case 138 
"The Business Breakfast Club is a great idea but needs to be much more aggressive. I 
believe we should be more involved with other business clubs, have a much more dynamic 
marketing campaign and promote ourselves more. We could end up being a social club 
rather than a business club - that will not achieve additional business for anyone. " 
Network: The Business Breakfast Club, Sex: Female, Age: 40-49, No. of full time 
employees: 1, Business Age: 3, Company Turnover: E15430k, Turnover derived from 
network based co-operation: 1-10%, County: Dorset. 
Case 141 
"The nature of my business is training and personal development. I work as an associate 
with a number of other companies and have only recently starting developing my contacts 
to provide training. 
I found some of the questions did not really apply to me in view of the way I do most of my 
work at present. 
Anyway, I hope these comments help and put some of my answers into context. " 
Network: The Business Breakfast Club, Sex: Female, Age: 30-39, No. of full time 
employees: 1, Business Age: 3, Company Turnover: ; E15-; E3Ok, Turnover derived from 
network based co-operation: 11 -20%. County: Hampshire. 
Case 143 
I hope the WIB network will enlarge our business and help us into the I. F. A. market to 
create a niche service. " 
Network: Women in Business, Sex: Female, Age: 50-59, No. of full time employees- 1, 
Business Age: 6, Company Turnover: 00-L100k, Turnover derived from network based 
co-operation: I- 10%, County: not given. 
Case 149 
"Conflict between social and casual meetings to business and professional. 
It asks a great deal from the organisers, of the branch in time with costs them E. 
Maybe if events organiser / contact was paid - more could be developed. 
It asks a great deal of commitment to maintain enthusiasm to arrange meetings when so 
few members attend. Are they too busy now successful from WIB? Is it asking a lot of so 
few to maintain high level of input with so little rewards, especially when its doubly 
difficult to maintain your own business? " 
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Network: Women in Business, Sex: Female, Age: 50-59, No. of full time employees: 0, 
Business Age: not given, Company Turnover: not given, Turnover derived from network 
based co-operation: not given, County: Sussex. 
Case 150 
"Since I only started as a 'business' rather than a 'part time interest' last November, most 
of the questions do not yet have answers, and my average income (Q. D4 ) is as yet 
undetermined. " 
Network: Women in Business, Sex: Female, Age: 50-59, No. of full time employees: 1, 
Business Age: 1, Company Turnover: El-; E5k, Turnover derived from network based co- 
operation: 0%, County: West Sussex. 
Case 153 
"I have not attended any meetings since joining WIB at the open lunch in association with 
Sussex TEC and NatWest Bank. 
My market sector is very unlikely to be effected by my membership. 
The reason I joined was to meet like-minded individuals and fill the gap of no-colleagues 
now I am working alone. " 
Network: Women in Business, Sex: Female, Age: 40-49, No. of full time employees: 0, 
Business Age: 2, Company Turnover: E30-; CIOOk, Turnover derived from network based 
co-operation: 0%, County: West Sussex. 
Case 159 
"We would attend more meetings if they were afternoon + not evening. 
We have found one organiser says something which is contradicted by another so policy is 
not clear. 
We could suggest better articles for the newsletter, e. g. company profiles. " 
Network: Women in Business, Sex: Female, Age: 40-49, No. of full time employees: 2, 
Business Age: 15, Company Turnover: M-LIOOk, Turnover derived from network based 
co-operation: 0%, County: Sussex. 
Case 160 
"I apologise for the incomplete information but I have no idea what the co-opcrative is. I 
joined Women in Business, I have never been asked to attend a co-operative or similar 
meeting perhaps you would care to explain the difference between women in business and 
co-operative meetings. Networking means meeting people in business for potential future 
business or that is my understanding. Have I misunderstood the purpose of the groups? 
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Marilyn Brandwood. " 
Network: Women in Business 
No demographic information volunteered. 
Case 164 
"Our WIB network is more a support network for women in all types of business and a 
forum to share knowledge and experiences - not necessarily business opportunities. 
Having said this, I personally benefitted from an introduction at a WIB meeting to start up 
my own business! 
I now work within a series of specialised networks - sharing skills according to the needs 
of the particular job and clients. These are both national and international. 
I have answered in terms of WIB membership and my own specialised network 
'associations' as seemed most appropriate. " 
Network: Women in Business, Sex: Female, Age: 40-49, No. of full time employees: 1, 
Business Age: 4, Company Turnover: E30-flOOk, Turnover derived from network based 
co-operation: 71-80%, County: Sussex. 
Case-165 
"Very interesting. You have made me think again about the benefits of networking. I had 
not really considered co-operation in this sense. I would be interested in any information 
you have on the subject. " 
Network: Women in Business, Sex: Female, Age: 30-39, No. of full time employees: 1, 
Business Age: 3, Company Turnover: E5415k, Turnover derived from network based co- 
operation: 1-10%, County: East Sussex. 
Case 175 
"Chichester has no group. I have attended a conference and obtained information and I 
will take part on gth April as an exhibitor. 
Without a local group its nigh on impossible to feel involved and I hope we will meet again 
in April and local women will form a group here in Chichester. 
In any case my business is not generally directly linked with other peoples. " 
Network: Women in Business, Sex: Female, Age: 30-39, No. of full time employees: 0, 
Business Age: 2, Company Turnover: f5-E15k, Turnover derived from network based co- 
operation: 0%, County: West Sussex. 
_Case176 115 
"Sorry to say this. But this was a poorly worded questionnaire -I really didn't understand 
the questions in part C, + having just asked Women in Business to fill in a form for an 
exhibition we are holding doubt whether the responses you receive will be worth having. 
Most people were incapable of completing a simple form so what hope do you have with 
this muddle. " 
Network: Women in Business, Sex: Female, Age: 30-39, No. of full time employees: 1, 
Business Age: 3, Company Turnover: 00-E100k, Turnover derived from network based 
co-operation: 1-10%, County: Kent. 
Case 180 
"My answers may well be misleading, since I am a translator and the translation industry 
tends to function like a big network itself but only interacts with other networks when there 
is a specific need. Professionally I have not really benefited from Women in Business and 
only one or two of them have consulted me for advice (free! ) 
Julie Martin. " 
Network: Women in Business, Sex: Female, Age: 40-49, No. of full time employees: 0, 
Business Age: 13, Company Turnover: fl. 5-00k, Turnover derived from network based 
co-operation: 91-100%, County: East Sussex. 
Case 185 
"The three business categories - D8 are very restrictive and probably apply to less than 
50% of members therefore much of the questionnaire is not applicable / irrelevant 
unanswerable. 
It makes sweeping assumptions. 
Clearly written by a man! " 
Network: Women in Business, Sex: Female, Age: 50-59, No. of full time employees: 0, 
Business Age: not given, Company Turnover: not given, Turnover derived from network 
based co-operation: not given, County: Sussex. 
Case 194 
"Seems to represent mainly women trading alone. But what about women in big successful 
businesses (e. g. The Body Shop) ?I would like to see many more members in key industry 
positions, with strong marketing ideas and a big range of contacts i. e. high achievers with a 
trade record of getting results. I find the network comfortable and mildly useful but not 
stimulating or really informative. " 
Network: Women in Business, Sex: Female, Age: 40-49, No. of full time employees: 0, 
Business Age: 7, Company Tumover: O-El5k, Turnover derived from network based co- 
operation: 11-20%, County: Sussex. 
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Case 196 
"I felt this questionnaire used terms that I would normally associate with large company 
practices and not sole-trading businesses or smaller companies. 
It also ignored the reason many women join these type of organisation is because they get 
business lonely and want some-one to talk to regarding their business especially if they are 
small. " 
Network: Women in Business, Sex: Female, Age: 40-49, No. of full time employees: 1, 
Business Age: not given, Company Turnover: 00-E100k, Turnover derived from network 
based co-operation: 1-10%, County: Kent. 
Case 201 
"I do not feel that this survey is specifically aimed at ABC. If it is in fact, then 
assumptions made about the size of our activities are very optimistic! " 
Network: Alliance of Business Consultants, Sex: Male, Age: 50-59, No. of full time 
employees: 0, Business Age: 3, Company Turnover: EI-ER, Turnover derived from 
network based co-operation: 11-20%, County: Hampshire. 
Case 207 
"Many of the people I network with are not members of ABC. 
Most contracts I get are for me alone. 
Several pieces of work have been passed on to other members. " 
Network: Alliance of Business Consultants, Sex: Male, Age: 50-59, No. of full time 
employees: 0, Business Age: 4, Company Turnover: E15-; 00k, Turnover derived from 
network based co-operation: 11-20%, County: Hampshire. 
Case 209 
- Most members are 'sole trader' independent consultants. 
We rely on the ABC for image -a bigger organisation look and feel. 
We rely on access to the resource pool it represents for staffing assignments. 
We rely on members for skills / knowledge needed in an assignment which as individuals 
we may not otherwise have access to. 
In relation to your questions - members are often competitors - but not directly so. 
Some of your questions asking for numeric information were difficult because as 'one man 
bands' our time spent in activities comes in 'lumps' and is not easily averaged. 
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Because we are a consultancy - concepts such as fixed and variable overheads and profit 
need careful consideration. " 
Network: Alliance of Business Consultants, Sex: Male, Age: 60+, No. of full time 
employees: 1, Business Age: 7, Company Turnover: L30-fl. 00k, Turnover derived from 
network based co-operation: 21-30%, County: Berkshire. 
Case 211 
"COMMENTS: 
Thank you for your survey. My answers may will not be relevant, because: 
My business, based in Nottingham and Leeds, is full time IT recruitment. Inevitably 
building it up takes considerable dedication and effort. 
In fact there is not much synergy with the activities of most of ABC's members, never 
mind that I am (I think) their most northerly member by some margin! 
I was cajoled into membership at an exhibition but in truth the members are people I like 
and respect, and at E40 per annum or whatever, it provides a window into another world, 
and, occasionally useful contacts, without a huge outlay. 
Recruitment is very much a sales and account driven business, in some contrast to 
delivering consultancy. My one observation, based on far too little evidence, is that ABC 
needs more of a selling edge if members genuinely want to optimise their consulancy 
earnings. 
Best wishes 
Mike Gardinee' 
Network: Alliance of Business Consultants, Sex: Male, Age: 50-59, No. of full time 
employees: 2, Business Age: 3, Company Turnover: ElOO-E5OOk, Turnover derived from 
network based co-operation: 11-20%, County: Nottinghamshire. 
Case 214 
"The activity in the company described in this questionnaire represents only part of my 
commercial activity. I am also a director of two family owned businesses which do not use 
networking significantly. About 25% of my time is devoted to the business herein 
described. " 
Network: Alliance of Business Consultants, Sex: Male, Age: 50-59, No. of full time 
employees: 0, Business Age: 3, Company Turnover: 0-; Elft, Turnover derived from 
network based co-operation: 1-10%, County: Surrey. 
Case 223 
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"Having taken early retirement I am not seeking work as actively as other ABC members. 
Thus some of my answers are perhaps influenced by this factor. The answers are honest. " 
Network: Alliance of Business Consultants, Sex: Male, Age: 60+, No. of full time 
employees: 0, Business Age: 2, Company Turnover: E5-fl5k, Turnover derived from 
network based co-operation: 91- 100%, County: B erkshire. 
Case 239 
"I am a new member of the network and therefore have not had opportunity to realise the 
benefits of the network. 
My main reason for joining the network was to obtain introduction to new business. I also 
appreciate having the network as support dealing with new clients. I have also been able to 
introduce existing members to potential new business. " 
Network: Alliance of Business Consultants, Sex: Male, Age: 50-59, No. of full time 
employees: 1, Business Age: 4, Company Turnover: E30-ElOOk, Turnover derived from 
network based co-operation: 91 -100%, County: Hampshire. 
Case 249 
"Hello, 
Sorry this is late. 
My input cannot yet be too constructive as I have not been a member long enough to 
partake fully or to give or derive many benefits. Ask me again in 12 months time or when 
ever. 
John R. Curd" 
Network: Alliance of Business Consultants, Sex: Male, Age: 50-59, No. of full time 
employees: 1, Business Age: 1, Company Turnover: E5-fl5k, Turnover derived from 
network based co-operation: 1- 10%, County: Hampshire. 
Case 251 
"Main problem for me is that I've not yet had the opportunity to use ABC for networking - 
meetings are at an ackward time. Hopefully some networking may be possible via internet 
at some time. 
Some boxes for not applicable would have been useful (although I note that you did put on 
your accompanying letter to run a line through questions that were not relevant to our 
business). " 
Network: Alliance of Business Consultants, Sex: Male, Age: 40-49, No. of full time 
employees: 1, Business Age: 3, Company Turnover: E15-L30k, Turnover derived from 
network based co-operation: 1-10%, County: Hertfordshire. 
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APPENDIX VII 
Questionnaires and Covering Letters 
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ICONMENTLALI 
NATIONAL BUSINESS CO-OPERATION SURVEY 
[SECTION AI 
(A 1) What was your principal motivation for starting or running your business? 
(Please tick the most appropriate box) 
(a) Saw an available market opportunity 1: 11 
(b) Wanted to be Your own boss E12 
(c) Reaction to redundancy 1: 13 
(d) Reaction to unemployment 1: 14 
(e) Inherited or took over family business 05 
(f) Manage business, not a shareholder 06 
(g) Other, Please State E37 
(A2) Are you involved in or a member of any of the following? (Please tick all 
2ppropriate boxes) 
(a) Business Club El I 
(b) Chamber of Commerce El I 
(c) Freemasons' Lodge 
(d) Strategic Alliance 
(e) Trade Association 
(f) Other, Please State 
(A3) Have you co-operated with any competitors, distributors, customers, suppliers or 
consultants, in any of the following areas? (Please tick all appropriate boxes) 
Competitors Distributors Customers Suppliers Consultants 
(a) Access to new geographical markets 
(b) Access to new product / service markets 
(c) Advertising / Promotion 
(d) Employee recruitment/ selection 
(e) Information Exchange 
(f) Manufa: cturing 
(g) Market Res=ch 
(h) New Product Development 
(i) Purchasing 
0) Source of Finance 
(k) Other, please state 
El El U El 
0 L3 U U 
El E3 Q U 
E3 E3 E3 E3 
0 E3 U El 
E3 0 0 C3 
E3 E3 C3 C3 
C3 0 E3 El 
0 El E3 0 
I SECTION BI 
(B 1) Assessing your co-operative activities as a whole how could they best be 
described: (Please tick the most appropriate box) 
(a) Non-legal Agreements 
(b) Legal contracts E32 
(c) Other, please state 133 
(B2) How long before you established an agreement had you known the firm or 
individual with which you most recently co-operated? (Please tick the most 
appropriate box) 
(a) Less than I month El I 
(b) I-6 months C32 
(c) 7- 12 months 1: 13 
(d) 12 - 24 months 
04 
(e) 2-5 years El S 
(f) 6- 10 years L3 6 
(g) Other, please state 07 
(B3) Please indicate the level to which the following factors have been a source of 
concem / fear when co-operating with others? (Please tick the most appropriate box, 
for each factor). 
Stmrtg 
Conctru 
(a) Ilicy may not deliver the required standard 
(b) They may break the agreement 
(c) They may not treat the agreement 
and subsequent exchanges as confidential 
(d) Expected benefits will not be realized 
(e) They may weaken your competitive position 
(f) Partial loss of control of the firm to a third party 
(g) Other, please state 
Reasonable 
Coacem 
El 2 
132 
E32 
son" N41 coftmm concem 
Utdt 
Cmtmrvl 
1: 13 1: 14 1: 15 
1: 13 1: 14 1: 15 
Ch 1: 14 135 
Ell 02 03 C14 C15 
1: 11 02 1: 13 134 1: 15 
Ul 1 1: 12 c33 04 c35 
EI 1 02 c33 1: 14 c35 
(B4) Looking at your most rewarding co-operative agreement, would you say it was 
initially motivated by long term, medium term or short term needs? (Please tick the 
IrLost appropriate box) 
(a) Long term (over 5 years) 
C.: ) Medium term (3-5 years) 
(c) Short term (1-3 years) 
131 
E12 
E13 
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(135) Looking at your co-operative activities as a whole, please indicate the extent ' 
to 
which they have been successful in achieving the objectives which were set for them. 
(Please tick the most appropriate box) 
Highly Remnably 
Successful Successful 
1: 11 1: 12 
Neither Successful Rather Completely 
or Unsuccessful Unsuccessful Unsuccesdul 
1: 13 1: 14 05 
(B6) What benefits do you look to achieve when co-operating with others? 
(Please tick all appropriate boxes). 
(a) Increase profitability C31 
(b) Seeking a new business experience C31 
(c) Increase organisational flexibility El I 
(d) Achieve firm growth C31 
(e) Reduce uncertainty E31 
(f) No other choice, had to co-operate 1: 11 
(g) A means of shortcutting bureaucracy E31 
(h) Other, please state 131 
(B7) To what extent do you believe the involvement of small business support 
agencies (e. g. Business Link, TEC, Chambers of Commerce) would be advantageous 
to the co-operative process? (Please respond by ticking a box for each stage). 
(a) Introduction of potential partners 
(b) Identification of co-operative opportunities 
(c) Evaluation of co-operative opportunities 
(d) Contract agreement / signing 
(e) Initial goods / service exchange 
(f) Long term management of the relationship 
(g) Introduction of potential new members 
(h) Other, please specify 
Strong 
Benefit 
Itewaable 
Benefit 
Somm 
Rencrat 
Uttle 
Benefit 
No 
senerit 
02 E33 1: 14 C35 
C31 02 133 C34 C35 
C31 02 C33 1: 14 1: 15 
C31 C32 1: 13 1: 14 05 
C3, 02 03 C34 C35 
Ell 02 E33 E34 05 
C31 02 C33 C34 C35 
Ell 02 C33 E14 1: 15 
(118) If you wish to make any additional comments on your businesses co-operative 
activities, or offer any suggestions as to how this questionnaire rrdght be improved for 
future use, please use the space below. 
14 
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rýýECTION C 
(C 1) In the past, which of the following factors has been most influential in your 
decision not to co-operate with other firms? (Please tick all appropriate boxes) 
(a) Lack of opportunity 131 
(b) No benefit to be gained from co-operation with others 
(c) Prefer to do things your own way 
(d) Not an option you have previously considered El I 
(e) Risks involved El I 
(f) Other, please specify 1: 11 
(C2) To what extent do you believe the involvement of small business support 
agencies (e. g. Business Link, TEC, Chambers of Commerce) would be advantageous 
to the co-operative process? (Please respond by ticking a box for each stage). 
(a) Introduction of potential partners 
(b) Identification of co-operative opportunities 
(c) Evaluation of co-operative opportunities 
(d) Contract agreement / signing 
(e) Initial goods / service exchange 
(f) Long term management of the relationship 
(g) Introduction of potential new members 
(h) Other, please specify 
Stron 
aenergt 
3*wo»bie 
bowrit 
S«tt 
semrit 
LAtdt 
benerit 
N4 
atmnt 
131 1: 12 c33 1: 14 OS 
1: 11 132 C]3 04 CIS 
Cl 1 1: 12 1: 13 04 c35 
02 1: 13 04 05 
c32 1: 13 [14 EIS 
02 03 04 c35 
02 03 04 CIS 
02 03 04 c35 
(0) If you wish to make any additional comments on your businesses co-operative 
activities, or offer any suggestions as to how thds questionnaire might be improved for 
future use, please use the space below. 
[rledse-. go- to Sectio 
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[ýECTION 7D] 
THs section explores your approach and attitude towards running your own business. 
Read through each statement and decide whether you agree with the statement or you 
believe it applies to you. Then by circling one of the numbers in the column on the 
right, indicate the extent to which you agree with the statement or you beUeve it 
applies to you. (If you would like a copy of your results and an executive summary 
explaining them, please complete the appropriate box at the end of this section). 
The following is an example. 
0a-w Vk 
:3 .5 Ai VV 
av Y, ýi 
enjoy ruming my own business 4 (3) 
(A score of 3 would indicate that you 
do enjoy runningyour own business but 
only moderately so as opposed to very 
much so) 
When you are completing the questionnaire keep the following points in mind: 
& There are no right or wrong answers 
Answer the questions honestly 
* Do not spend too much time considering your answer 
please tum the page. 
QDurham University Business School 11 
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a 
1.1 have a strong need to do things my own way 
2.1 actively seek out other people and listen to what they have 
to say about running a business 
3.1 have a strong desire to improve and develop my business 
4.1 am able to generate lots of ideas when I need to 
5. In the world of business I believe there are many 
opportunities to take advantage of 
6.1 believe that the performance of my business is largely 
dependent upon my efforts and abilities 
7.1 have a clear picture of where I want my business to be in 
the future 
8.1 believe that running my own business is largely a risk free 
option 
9. On those occasions when risks are involved I will attempt to 
gain more information to support any course of action I take 
10.1 am more suited to working for myself and running my own 
business than working for someone else 
I am willing and able to listen to and evaluate the advice and 
guidance of others on how to run my business 
12.1 am able to set goals and targets which lead me to the 
ultimate aim of achieving success in my business 
13. When confronted with problems and difficulties in running 
my business I am able to suggest many possible solutions and 
ways forward 
14. When I see an opportunity for my business I am able to take 
advantage of it 
126 
4 3 
4 3 
4 3 
4 3 
4 3 
4 3 
4321 
432 
4321 
4 
4 
4321 
321 
4321 
QDurham University Business School V 
VA 
15.1 believe that the performance of my business is powerfully 
influenced by conditions in the environmentleconomy etc. 
16.1 know what position I want my products/services to occupy 
in the market place in the future 
17.1 tend to discount the risks which are a consequence of 
certain decisions I make and certain courses of action I take 
18. If there is a risk involved in a decision or course of action 
which affects my business I will think it through thoroughly 
19.1 am uncomfortable with the idea of running my own business 
20.1 find it difficult to accept relevant and appropriate advice 
and guidance when it goes against my own beliefs about the 
business 
21.1 set standards for myself in running my business wWch are 
personally challenging 
22.1 am aware of many different ways in which my 
product/service could be used and developed 
23.1 know how to convert opportunities into real successes 
24.1 believe that whether a business is successful or not is largely 
a result of luck 
25.1 know what kind of business I wish to be at the head of in 
the future 
26.1 am sufficiently aware of the risks involved in running my 
business 
27.1 will explore the available options if I evaluate the risks 
involved in a particular course of action as significant 
28.1 am willing and able to go against the views and opinions of 
others in order to do what I believe is necessary for my 
business 
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4321 
4321 
4321 
4321 
4 3 
4 3 
4 3 
4321 
4 3 
4 
4 
1 
4321 
4321 
ODarham University Business School 199: 
a 1A a -0 
29. 1 tend to reject the advice and guidance of others 432 
30. 1 have found it difficult to achieve the aims and goals I have 432 
set for myself and the business 
31. 1 enjoy doing new things and trying out new options and 432 
possibilities 
32. 1 am able to assess changes in the economic and social 432 
environment which could provide opportunities for my 
business 
33. 1 believe it is difficult for me to control what happens in my 432 
business 
34. 1 am unsure about the product/service range which is 432 
currently central to my business 
35. 1 am able to effectively evaluate the various risks involved in 432 
running my business 
36. If there is a risk involved in a decision or course of action 1 432 
believe it is necessary to have a contingency plan 
37. 1 can structure my own day and set my own agenda of tWngs 432 
I need to do. 
38. 1 exclude others from decisions which affect the running of 432 
my business 
39. Setting targets to work towards is something I am able to do 432 
easily when running my business 
40. When it is appropriate I am able to freely consider all the 432 
options I can generate as opposed to thinking of one and 
sticking to it resolutely 
41. 1 have a good awareness of opportunities to improve the way 432 
I run my business including administration, staffing, 
information management, etc. 
42. 1 believe that the good and bad things which have happened 432 
to my bus: ness have basically been the result of my input and 
effort 
128 ODurham University Busincss School 19' 
40 
FA 
43. 1 feel unsure about the future prospects of my business 432 
44. 1 avoid assessing the risks involved in what I do and go ahead 432 
regardless 
45. 1 know that if I do not take the risk I will never know success 432 
46. if it was a possibility I would rather work for someone else as 432 
opposed to running my own business 
47. 1 often ignore the advice and guidance of others, including 432 
other business owners, business advisors, colleagues, etc. 
48. 1 have a strong need to achieve personal success through the 432 
performance of my business 
49. 1 find it difficult to generate alternative solutions and 432 
innovative options when confronted with problems and 
opportunities 
50. If changes and developments need to be made to my 432 
product/service I can see these and make my business more 
attractive in the market place 
51. 1 believe that other people have a more powerful influence 432 
upon my business than I do 
52. 1 am not really sure what product/service to focus my 432. 
attention upon and develop as the core of my business 
53. 1 evaluate and judge different aspects of a decision/course of 432 
action in terms of the risks involved 
54. If I have invested time and money and other resources in a 432 
particular course of action I will devote energy to seeing it 
through 
Thank you for your timt 
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Age (Please tick the appropriate category) 
less ffim 20 20-29 30-39 40-49 50-59 60+ 
El 1 E32 El 3 Eh US Q6 
Sex (Please tick the appropriate box) 
Male Female 
Eh E32 
Ethnic Origin 
Type of Business 
Number of Employees 
Age of Business (in years) 
Business Location (County) 
Which stage of growth applies to your firm? (Please tick the appropriate box) 
Start up Survival Growth Maturity 
C31 C37 03 E34 
time iin ", 66ýbner 
If you would like a copy of your results from Section D, and an executive 
summary relating to them, please complete your name and address in the box 
below. These details are entirely voluntary and in no way affect the validity of 
the research. If you do not complete the box you remain anonymous. 
FN-a im e 
I Position 
I Trading Address 
II 
II 
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30th October 1995 
Plymouth & District Hotel, Guesthouse & Restaurant Association Survey 
Dear Respondent, 
The enclosed questionnaire has been designed to assess your attitudes 
towards the Plymouth & District Hotel, Guesthouse & Restaurant Association - 
Network. Results collected will be analysed by the University and grouped data made 
available to all members. Respondent anonymity will be maintained at all times, with no 
one other than myself seeing individual responses. I would therefore ask you to be honest 
in your answers, and to make full use of the additional comments section. 
In pre-testing the questionnaire took on average 10 minutes to complete. Although it is 
appreciated that you are all have a number of calls on your time, I am sure you will agree 
that this is a small investment to make to have your views represented in this way. 
Please return the questionnaire in the FREEPOST envelope provided. If you would like to 
discuss any matters further before completing the survey, do not hesitate to contact me on 
(01752) 232881.1 would like to take the opportunity to thank you in advance. 
Kind regards 
John White 
Small Business Research Unit 
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Ms Alison Tweedle 
Women in Business 
5 Wythwood 
Haywards Heath 
West Sussex 
RH 16 4RD 
31st January 1996 
Dear Ms Tweedle, 
I am currently employed at the University of Plymouth's Business 
School as a researcher and part time lecturer, where I am examining the importance of and 
means by which individual firms co-operate with one another for mutual profit and 
success. The research programme has been running for over two years, and has to date 
succeeded in identifying a number of precursors to efficient and profitable co-operation. 
Prerequisites include the need for trust amongst the co-operating parties, commitment to 
the co-operative activity, and a number of specific personality traits among co-operants. 
The current phase of the research takes these findings a stage further. By examining 
specific organisations such as your own, that have been established with co-operation as 
one of their central tenets it is possible to identify a code of best practice which can be used 
to advise both emerging and existing groups. 
Although a number of organisations (ranging from trade associations to buying groups) 
have already agreed to participate in the research more are still needed. By increasing 
organisational participation in this way it is possible to make significant validity 
improvements. 
The cost of the res=ch will be bome by the University, and as a result there is no financial 
impediment to your agreement. A further concern on your part might be the time burden 
that a questionnaire might place on your organisation and its members. In pre-testing the 
questionnaire took on average ten minutes to complete, a quantity of time that even the 
busiest of members can usually manage to find. There will be no administrative burden on 
your own organisation as I will administer the questionnaire. 
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In return for your participation and co-operation in this way, I am prepared to produce a 
copy of the results relating to your organisation along with an executive summary 
highlighting the most significant findings, results will however be aggregated, results 
relating to individuals will not be provided as respondent anonymity is paramount. Results 
are being collected for research purposes, there is no commercial agenda. 
I hope you will agree that your assistance in this matter accrues you a number of benefits, 
not least of which is cost free research which profiles your members on the basis of their 
networking activities (e. g. with competitors, suppliers, etc. New product Development, 
information sharing, etc. ); trust of other members vis a vis businessman per se; 
conunitment to the network, as measured in terms of both time and capital; results: level to 
which members network; benefits of group membership, etc. 
Data collected in this way should enable you to determine the areas in which the network is 
succeeding, and the areas in which the members feel there is still room for improvement. If 
you would like to discuss the project in more detail before providing a list of members, 
please do not hesitate to contact me at the address above, or by telephone (01752) 232881 
or fax (0 1752) 232853. 
For your information, I enclose a more detailed outline of the project, a copy of the 
questionnaire and a list of recent academic publications. 
I look forward to hearing from you in due course. 
Yours sincerely 
John White 
Small Business Research Unit 
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Women in Business (Kent & Sussex) - Network Surv ey 
The following questions are designed to assess your attitudes 
towards the Women in Business - Network and its members. 
Answers should be given by ticking one of the six boxes available to 4 1 for each question; responses range from strongly agree to strongly 1 . bo 
disagree. Please answer the questions honestl and do not take y fe 
tb too long thinking about each answer. t o 
41 
: 11, bO 
%.. 
bo 
41 1. Gj 
to 
eq 
; 0% 
ba 
r. 
0 
0 
C 
.9 
z 4 
2 3 4 5 6 
(1) 1 am more likely to co-operate with firms that offer similar products or 
s se ic-s y ervices, if they are operating outside my firm's market. El 0 17ý El D F 
(2) Apart from our business activities I believe I have a lot in common with 
other members of the network. M El El F] F Is F 
(3) 1 am by nature a trusting person. 
F-1, El M, EJ El E] 
(4) All members contribute something to network success. El -1 F2 Fý 0 0 F .1 
(5) All network members have equal influence in setting the networks goals 
and objectives. F 11 El D3 EJ Fýs EJ 
(6) The market sectors in which my company competes are highly competi- EI M, El F F ýs F 
tive. 
(7) 1 communicate with network members on a regular basis. D, El F-1, El El FI, 
(8) When running my business I trust no one. El F-12 0 0 F Is Fý, 
(9) Commitment to the network varies widely, with some firms putting in less 
effort or resources. EJ D El El El EJ 
(10) ne benefits realised by the network are divided fairly between all 
members. F] D2 F Is F 11 E] El 
(11) The market in which my company operates is not prone to rapid change. El El M3 EJ El EJ 
(12) Communications with other members of the network are best described as 
informal. El 0 Fý3 11 El EJ 
(13) 1 trust network members far more than other businesspeople I deal with. El El M El El EJ 
(14) Large firm members contribute proportionately more money and re- 
sources than their smaller counterparts. El El 
I 
EJ 
ýI 
Ej 
M 
FIS EJ 
0 
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Womql ' in Business ftnt & Sussex) - Networ k Surv q. 
The folloiving questions are designed to as. scss your attitudes 
towards the ffonten in Business - Aletwork and its membcri. 
AnsN%-crsshould begiven by ticking one of the six boxes available 
for each question; responses range from strongly agree to strongly 014 
disagree. Please answer the questions honestly and do not take 
too long thinking about each ansN%, cr. ho ri ho 
4 
en 6. t# : ý-% 
1: 4 
-4 
< 
1 2 :1 4 5 6 
(I. ) All netw ork members were in agreement at the outset, as to what the 
otbýjectives of the network should be. F] FI D-- FI EJ El 
(16) Conflict between network members is rare. 
F1 Fý Fý' D 
(17) My trust of other group members has increased significantly since wc first 
met. El D2 D EJ 
-1 F D. 
(18) The costs of running the network have been split fairly between all 
members. D. D ED 0 11 
(19) Other members wou Id have difficulty replacing the skills and resources 
my firm brings to the network. D, El El El D D. 
(20) All views and opinions are expressed and discussed before any decision 
is made. El Ej D, D-I El D. 
(21) 1 believe that network members as a whole are sincere and honest. 
El 0 D 0 El D. 
(22) Resource or time commitment from some members is negligible. 
El El El 11 El 11 
(23) My firm's contribution is vital to the networks success. 
El 11 El D. El E] 
(24) 1 would be more inclined to co-operate if competition was more intense. 
D-- El F-1, 1: 1 El DI. 
(25) Network members are friendly and approachable. 
E] M2 11 E] El 0 
(26) 1 place greatest trust in those members of the net-vork with vdionj I havc 
had the greatest contact in the past. El EJ El El El EJ 
(27) All members orthe network are working for collective as opposed to 
individual gain. El 1 D I El E] 
(28) The group rarely makes decisions that go against iny vvislics. 
Ism 
El D F-1, Fý F-I 17ý E] 
-0 
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Women in Busin6ss (Kent & Sussex) - Netývor k Sur vey 
The following questions are designed to assess your attitudes 
Business - Netwo Wo k and its d th i b 
ILP W r men mem towar s e n ers. tb 
to Answers should be given by ticking one of the six boxes available 
for each qu-estion; responses range from strongly agree to strongly 
disagree. Please answer the questions honestly and do not take :5 0 C X too long thinking about each answer. bO C 
0 
bo 4 E! 
Section A. NETWORK ATTITUDES 
ii o w 
n 
1 
w 
(29) 1 trust other rnýmbers of the network to make important decisions that affect 
my firm. even when I am unable for some reason to make them myself. El Fýi Fý, EJ Fýs 
0__ý 
F .1 
(-)0) All members are equally committed to the success of the network. El El El EJ El 17ý 
(31) No single individual's personality or objectives dominate the network. El 0 11 0 E] E] 
(32) Network meetings are rarely arranged, and when they are, are poorly 
attended. El El El El 11 EJ 
(33) If an individual or company is recommended by someone I J= I will 
id f El El EJ El E] El irm as J13LUw_mft. ual or consider the indiv 
(34) No single individual uses their firm's power in terms of market share, El 0 F ý3 EJ F-Is F1 turnover, etc. to dominate the group. 
(35) The network has members who are seeking to exploit other members in El El I-Is EJ Fýs El what ever way they can. 
(36) All network members are prepared to be flexible and make personal 
h l h k f El El F-31 El F-Is EJ as aw o e. e networ it t sacrifices, if such sacrifices bene 
Section 11. BUSINESS NETWORK 
(B 1) 14ow long have you been a member of the network / Co-operative group? 
Years Months 
(132) Network co-operative activities could best be described as: (Please tick the most ap propriate box) 
(a) Non-legal Agreement 
M 
tract F l 
1 
con (b) Lega 2 
(c) Other, please state 
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(B3) Does the network possess a clear leader? 
El Yes El No 
If Yes, has the leader been effective? 
Yes F1, 
No, please give reasons 
(B4) What benefits does your firm derive from network membership? 
(Please tick all appropriate boxes) 
(a) Access to resources 
El 
I (b) Increased profitability I 
(c) Seeking a new business experience 
E) 
I (d) Increased organisational flexibility I 
(e) Achieve firm growth 
El 
I (f) Reduced uncertainty 
13, 
(g) No other choice, had to co-operate 
C31 (h) A means of shortcutting bureaucracy 
El I 
(i) Source of Information 
El 
I Contacts for future business dealings 
El I 
(k) Other, please state C31 
(B5) What effect in percentage terms has co-operation had on your firm in the following 
areas? (Please tick the appropriate box) 
Increase or nwre 
than 30% 
Inctease of 
between 11-30% 
Increased 
between 1.10% 
No ChanCe DeCrease of 
1.10% 
Decrease or rwre 
than 10% 
(a) Profits Ell 02 1: 13 C34 C35 E36 
(b) Sales volume CI I E32 03 C34 135 06 
(c) Market share Q, 02 1: 13 1: 14 C35 E36 
(B6) How much of the following has your company invested in co-operative activities? 
(Please give estimates in percentage terms) 
(a) Money 
_ as a% of annual turnover? 
(b) Resources 
(i) manufacturing capacity as a% of total employed? 
(ii)labour force as a% of total employed? 
(iii)fixed overheads as a% of annual total? 
(iv)variable overheads as a% of total employed7 
(B7) Looking at your co-operative activities within the network, please indicate the level 
to which they have been successful in achieving the objectives which were set for them. 
Highly Successful Successful Neither Successful or Unsuccessful Highly Unsuccessful 
Unsuccessful 
C12 03 ID4 1: 15 
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The following section is designed to assess your general co-operative activities not just 
those based within the network. The answers you give should therefore reflect co- 
operative activities as a whole. 
Section C. GENERAL CO-OPERATIVE ACTIVITY 
(Cl) Approximately how many hours a week do you spend developing contacts for future 
co-operation? 
(C2) Approximately how many hours a week do you spend maintaining existing co- 
operative relationships? 
(0) Have you co-operated with any competitors, distributors, customers, suppliers or 
consultants, in any of the following areas? (Please tick all appropriate boxes) 
Competitors Distributors Customers Suppliers Consultants 
(a) Access to new geographical markets 
(b) Access to new product / service markets 
(c) Advertising / Promotion 
(d) Employee recruitment / selection 
(e) Information Exchange 
(f) Manufacturing 
(g) Market Research 
(h) New Product Development 
(i) Purchasing 
6) Source of Finance 
(k)Other, please state 
ca 13 0 La 
EI ca ca EI 
ca EI cl EI 
ca EI Ei EI 
13 cl EI 
La EI 
ca EI 
La 
ul 
EI 
Ei J 
(C4) What proportion of your total co-operative activity is spent co-operating with the 
following groups: (The figures given should total to 100) 
Competitors % Distributors % 
Customers % Suppliers % 
Private Consultants % Public sector agencies % 
Network members % (e. go. Business Link) 
Other, please state Network Officials 
(C5) Looking at your co-operative activities as a whole, please indicate the level to which 
they have been successful in achieving the objectives which were set for them. 
Highly Successful Successful Neither Successful or Unsuccessful Highly Unsuccessful 
Unsuccessful 
1: 11 02 03 C34 1: 11 
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(C6) Please indicate the co-operative value of these groups to your firm: 
Highly Valuable 
Network members 
El I 
Competitors 13, 
Distributors Ul 
Customers UI 
Suppliers Ul 
Private Consultants 
Public Support Agencies 
e. g. Business Link 
Other, please state 
Not at all valuable Not Applicable 
3 
1: 1 
4 
El 
5 
1: 1 
6 
E) 
23456 
El 
23456 
Cl 
2 
Ca 
3 
Cl 
4 
J5 C] 
Cl 
2 3 
C: ) 
4 
05 EI 
6 
Cl 
2 3 
Ul 
4 
EI 
5 
EI 
6 
Cl 
2 
Ul 
3 
134 Ca 
5 
Cl 
6 
EI 
2 
Ul La 
4 
Ca 
5 
ca 
6 
(M) If presented with a choice, which sex would you prefer to co-operate with? 
Male Female No preference 
uI El 
2 
1: 1 
3 
(C8) Please indicate the extent to which your co-operative activities are currently 
dominated by men or women 
Mostly Approximately Mostly 
Men Equal Women 
El 
1 
1: 12 1: 13 LJ 
4 
EI 
5 
Section D. COMPANY DETAILS 
(D I) In which markets is your firm currently competing? (Please tick all appropriate 
boxes) 
Local Region2l National International 
C3,1: 12 El 3 E14 
(D2) How many employees does your firm currently employ? 
Full time 
Part time 
(D3) Has membership of the network resulted in the creation of any new jobs? 
El Yes Q No 
If Yes, how many: 
Full time 
Part time 
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(134) Please indicate the year in which your firm was formed and the most 
appropriate turnover band. 
Current Turnover (12er annum) 
Year fj- Ei0ol- f. 5001-L15001 E30001-EIOOK-E-50OK- EIM- L2M- ; E5M+ 
Formed EIOOO E5000 E1500000000 LIOOK E500K EIM f2M OM 
01 02 C33 04 CIS 06 07 CIS 09 010 
(D5) Please indicate as a percentage, the proportion of your turnover which is derived from 
all forms of network based co-operation. (Please tick the appropriate box). 
1-10% 11-20% 21-30% 31-40% 41-50% 51-60% 61-70% 71-80% 81-90% 91-100% 
Cl 
1 
02 Cl Cl CIS 06 07 CIS C39 Clio 
(D6) Which of the following percentage ranges best describes the profit margins your firm 
has achieved over the last three years? 
More thin 30% Between 11-30% Between 1-10% Break Even 
EI 
, 
132 1: 13 1: 14 05 
Loss of more than 
10% 
E36 
(M) Please indicate your age, sex, position, and the location of your company 
headquarlers. 
Age (Please tick the appropriate category) 
less than 20 20-29 30-39 40-49 50-59 60+ 
El 1 1: 12 E33 04 05 06 
Sex (Please tick the appropriate box) 
Male Female 
Ej I El 2 
Location of Business (County) 
Position 
(D8) Which of the following categories best describes your firm: 
Primary: Manufacturing Service Sector 
Extractive, Agriculture, Minerals, etc 
Ell C32 133 
Thank you for your time and co-operation in completing this questionnaire. 
Loss of 1-10% 
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APPENDIX VIII 
Discussion of Relevant Phase One Frequency Results 
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VIII - Phase One Frequency Results 
The following appendix is used to present and discuss frequency results collected from the 
secojid phase of primary research as reported in the mainbody of this document 
VIII. I Respondent Motivation 
The princip-il motive cited by respondents for starting or running their business was a 
desire to be their own boss (37.46%) a finding that adds additional support to the work of 
Gray (1992) where he concludes that many owner-managers are characterised by a 
stubborn sense of individualism. Evidence is also presented for a market-orientated 
approach wilich is taken by a substantial minority (29.32%) who indicated that the 
availability of a market opportunity was a motivating factor. Nearly one fifth of the sample 
(19.97%) hid not founded the business themselves, and were in fact beneficiaries of the 
endeavours of others, having either inherited the business or taken it over from a previous 
owner. Approximately a further eighth of responses were from individuals who had 
founded their business in response to unemployment (2.28%) or redundancy (9.77%). 
Only 5.86% of those for whom responses were received were not the owners of the 
business they managed, the psychological approach being taken by this research should 
thercfore be applicable to SME owner-managers as a whole, and the way in which they 
manage their business. Alternative or additional responses were volunteered by 2.28% of 
those who completed the survey. 
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V111.2 Group Affiliation 
The vast majority of respondents were members of a trade association (71.34%), over a 
quarter (26.06%) were affiliated to their local Chamber of Commerce, and nearly one 
eightli (11.73%) paid a subscription fee to a business club of some type. The low 
percentage recorded (1.63%) for strategic alliance participation is unsurprising, with 
strategic alliances being most commonly associated with multinationals, where Cý 
participatioil may serve a 'visibility' role rather than the profitability role with which co- 
open. itive arranggements are most frequently associated (Silver, 1993). In addition the 
contract based approach usually evident in strategic alliances would appear to run against 
the norms and preferences to be found in the SME sector where agreements are most 
frequently informal (Johannison, 1986). The figure that may prove surprising here is the 
nuniber of individuals who indicated that they were members of the Freemasons (5.21%). 
This figure is surprising on two counts. Firstly, the figure itself is higher than one would Cý 
initially have expected, especially given the population being sampled (business, as 
opposed to the police force or civil service; groups which are more readily associated with 
menibership), and secondly the readiness of individuals to volunteer this information, given 
the lcvel of secrecy which is frequently perceived as being associated with membership. 
One should perhaps then consider whether this figure is accurate and if the real figure 
could therefore not be higher than that indicated here. 
V111.3 Co-operation 
Question A3 in the survey acted as a filter question, which was designed to identify those 
individuals who had co-operated with at least one party in at least one way, from those that 
had co-operated with no one. Moreover, it sought to classify individuals' co-operative 
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activities by group (competitors, consultants, customers, distributors and suppliers) and 
activity (access to new geographical markets; access to new product / service markets; 
advertising / pron-iotion; employee recruitment / selection; information exchange; 
manufacturing; market research; new product development; purchasing and source of 
finance). By breaking co-operation down in this way it was possible to examine potential 
variation in co-operative propensity between parties- For example it was hypothesised that 
personality antecedents to competitor co-operation would be quite different from those 
displayed for supplier co-operation. Although it was initially intended that variations in co- 
operative intensity; information exchange (low) versus new product development (high) 
would also be examined the small sample used prohibits meaningful and statistically 
significant examination of this facet of co-operation at this juncture. 
The data collected for question A3 was therefore aggregated into six key groups: general 
co-operation (co-operators versus non-co-operators); competitor co-operation (competitor 
co-operating respondents versus non-competitor co-operating respondents); consultant co- 
operation; CLISIomer co-operation, distributor co-operation and supplier co-operation. 
Much of the analysis that follows in this chapter concentrates on the variation in 
antecedents between these groups. Although it is recognised that this represents an 
imperfect analysis and is open to arguments of excessive aggregation, the findings 
presented offer empirical evidence for an alternative approach to future co-operation / 
networking research. Evidence is presented which highlights the irrefutable importance of L, 
antecedent effects, and the need for the evaluation of co-operation as a concept comprised 
of a number of facets as opposed to the homogeneous block by which it has been 
considered and evaluated to date. It is argued that many of the difficulties encountered in 
networking research until now rest in researchers' seeming reluctance to define co- I 
operation or corisider it in more atomistic terms. 
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Over three quarters of all respondents (77.20%) had co-operated with at least one party in 
at least one way. Of the sample nearly half (49.19%) had co-operated with their suppliers, 
customers (49.84%) or consultants (25.73%), nearly a quarter (24.76%) with distributors 
and nearly thirty percent (29.97%) with their competitors. 
The figures stated above emphasise the difficulties one encounters in conducting research 
into firms' co-operative / networking activities. The polymorphous nature of co-operation 
and the potential for encoding and decoding difficulties in defining it mean that 
inforniation needs to be collected on relationships which may not adhere strictly to the 
researcher's own definition of co-operation. For example supplier relations will more often 
than not be a function of need and a lack of alternatives. It is unlikely and where possible, 
impractical for all firms to produce everything they need to get their product to market, 
even original equipment manufacturers are generally reliant upon suppliers for 
components. Co-operation (in its loosest sense) with suppliers is therefore likely to be 
involuntary, and is thus in truth a product of asymmetric power and market economics 
rather than any real desire to co-operate by the parties involved. A similar argument can be 
extended for tile LISC of distributors and consultants. 
Alternative arguments do however need to be offered for customer and competitor co- 
operation. Customer co-operation, it could be argued, is a necessary by-product of 
increased market orientation on the part of firms of all sizes and the continued globalisation 
of world markets which has acted to increase competition thereby presenting the customers 
and consumers with increased choice and power to source their requirements elsewhere. It 
is therefore not surprising that so many firms claim to co-operate with their customers in C) 
sonic way. 
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It is co-operatioii with competitors that is examined as the principal factor of interest within 
this document. Competitor co-operation can be differentiated from the other forms of 'co- 
operation' on the grounds that it is more frequently voluntary, it is not in most cases a 
relationship which is necessary for day to day survival, and is likely to be more frequently 
characterised by symmetric power relationships. 
The above has sought to outline the case for considering co-operation (at least as it is 
perceived by tile business population) as a multi-faceted concept. By atomising it, and 
evalLiating it in ternis of the groups previously identified (suppliers, customers, etc. ) the =1 
researcher is able to examine the principal source of interest (competitor co-operation) 
more effectively, secure in the knowledge that all other forms of co-operation that are 
likely to be cited by respondents have been considered and accounted for. Response error 
should therefore be minimised as an opportunity is presented for their inclusion elsewhere. 
VIIIA Demographics 
Saniple demographics would appear to be representative of the population from which they 
were drawn (tile general business population), and as one could have anticipated the C: 
majority of respondents are over thirty (95.58%) with most being aged between forty and 
sixty (69-04%), predominantly male (92.93%) and for the most part owners of the business 
they manage (94.5 1 0 
There is however notable variation in the businesses they own or manage. The majority of 
respondents described their firms as being in growth or maturity phases, 56.46% and 
34.49% respectively. A notable percentage placed their firm In the survival phase 
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(17.35%), bUt few of those sampled described their firms as start ups (1.70%). Wide 
I 
variation can also be seen in the number of worker's respondent firms employ, with micro- 
businesses, small and medium firms accounting for nearly ninety nine percent of all 
respondents, or 37-37%, 57.58% and 4.04% respectively. When compared with the 
European Observatory for SMEs findings (1993) this sample would appear to be 
underrepresented in terms of the number of micro-bu sines ses included (37.37% compared 
with 93.1317c for the European Observatory), and over represented by small (57.58% 
conipared with 6.42% for the European Observatory) and medium sizes firms (4.04% 
compared with 0.45% for the European Observatory). This variation can most probably be 
attributed to the sample frame used to conduct this research programme. The involuntary 
(credit based) nature of data collection for the Dun and Bradstreet Business Directory in 
hindsight is likely to have skewed data collection in favour of larger more established firms 
that are able to compete for contracts with multinationals (who are likely to be the principal 
users of the credit check system). Smaller firms such as micro-businesses are therefore 
likely to be underrepresented in a directory of this type. However, as has been discussed at 
length elsewhere in this document, the involuntary nature of inclusion in the directory 
makes it superior to all known alternatives. 
Firms were located for the most part in either Cornwall (29.57%) or Devon (28.24%), this 
is LI nderstand able as the original mail shot was limited to these two counties. The BEMA 
sample included firms from all of the south west counties. Responses were however 
received from other counties, with Avon (17.28%), Dorset (8.31%), Gloucestershire 
(4.65%), Somerset (4.32%) and Wiltshire (5.65%) all being represented. 
Business age varied widely, from a year to over two hundred years old. Most firms could I 
be described as established, with only 29.72% having been founded in the last ten years, 
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with less than five percent of respondent firms being less than three years old (the age 
normally associated with firm maturity / stability (Storey, 1992)). 
Respondent firms were drawn from primary, secondary and tertiary sectors. Manufacturing 
and service sector firms however, account for most respondents; 51.18% and 46.13% 
respcctively. Any conclusions drawn from the research findings presented here are 
therefore likely to only be truly representative of these sectors. Further research will 
therefore need to be conducted to determine the co-operative propensity and behaviour of 
o, ývncr managers within the primary industry sector. 
V111.5 Co-oneration: Legal - non-legal-. formal - informal 
In line with the findings of Johannisson (1986), the majority of respondents when 0 
describing their co-operative activities as a whole believed them to be non-legal in nature 
(74.56%). Johannisson (1986) classifies agreements on the basis of formality and 
informality, the findings of this research would appear to suggest that the two correlate 
well in the eyes of respondents. It seems reasonable therefore to argue that the terms non- 
legal and infornial, and legal contract and formal agreement could be used interchangeably. C 4D 
The non-legal, informal nature of most co-operative activities acts to highlight the V 
importance of trust and commitment between parties, an area which will be explored in 
more detail in later chapters. 
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V111.6 Amount of time for which the co-operating party has been known 
The importance of trust, or at least the need for past interaction / experience of parties with 
which a firm co-operates is demonstrated by respondent's preferences for linkages with 
individuals they have known for sometime. Co-operative relations with strangers are 
comparatively rare, with only 10.36% of respondents establishing an agreement with 
individuals they have known for less than a month. This figure rises to 29.73% if the time 
period for which the individual is known is increased to a year. Most co-operative 
relations are however between individuals who have known each other for over two years 
(56.3 1 %). Although this would appear to suggest that trust between actors is something 
which is acqUired over time it ignores the intensity of their relations. If intensity is 
considered would 'strangers' be so strange? Would time seem as relevant a variable? 
Clearly in future research some measure of intensity of relations between co-operating 
parties is required if these questions are to be answered satisfactorily. 
V111.7 Sources of fear or concern when co-oRerating with others 
Respondents were asked to rate the level to which given factors were a source of concern 
or fear to them when co-operating with others. A five point Likert scale was used to score 
their responses. 
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VII1.71 tVilliiottleliverreqttiredstaizdard 
Failure to deliver the required standard was a source of varying concern, with just over 
forty percent of respondents viewing it as a source of strong (20.33%) or reasonable 
concern 0 9.78%). The 'no concern' option was chosen by 18.68% of respondents. 
VIA 72. May break the agreement 
Less than a qUarter of respondents considered a breach of the agreement as either a strong 
(8.94%) or reasonable concern (13.41%). Nearly half of the respondents saw a breach as a 
source of little (25.14%) or no concern (24.02%). This would appear to suggest one of two 
possibilities, that respondents' trust of those with whom they co-operate is either 
sufficiently high as to preclude a breach of the agreement as a source of concern, or is t: 
indicative of the relatively minor impact such a breach would have on their businesses 
survival and profitability. Clearly any arguments offered for either at this stage would be 
little more than speculation, however such a finding does offer extra weight to the need for 
detailed investigation into inter-firm relationships, and the role of trust and commitment 
within these linkages. Cý 
VIII. Z3 May not treat the agreement and subsequent transactions as confidential 
Nearly twenty one percent of respondents viewed agreement and transaction confidentiality 
breaches as a source of strong (5.75%) or reasonable concem (14.94%). Most however 
viewed it as a source of little (25.86%) or no concern (27.5917b). Again it is difficult to 
draw any firm conclusions from these figures alone. Although it is likely that respondents 
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either trust the individuals with whom they co-operate to such a level that breaches of 
confidentiality are not a source of major concern, or confidentiality is not an important 
factor in establishing successful co-operative agreements. It is unlikely that this research 
will be able to draw firm conclusions to support either of these arguments, however the 
potential need for trust is noted once more. 
VIII. 7.4 Expected benefits will not be realised 
Although the possibility that the benefits of co-operation would not be realised was a 
source of concern for most respondents (only 11.64% viewed it as being of no concern), 
only a relatively small proportion (5.29%) considered it as a source of strong concern. 
However when compared with the responses to the other questions relating to sources of 
fear or conccrn it becomes clear that a much higher percentage (63.49% as compared with 
the next higliest Cmay not deliver the required standard'), of 50.00%) of respondents I 
vievved it as a source of reasonable or some concern; 23.8 1% and 39.68% respectively. 
VIII. 7.5 May weaken your competitive position 
Over a third (35.29%) of respondents were not at all concemed that co-operation would 
result in a weakened competitive position. However, it is not possible at this stage to 
determine whether this absence of concern, is attributable to confidence in co-operative 
success, or the fict that few groups with whom the respondent co-operates actually possess 
sufficient influence over his business to be able to produce a negative affect. 
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Most respondents saw a weakening of the firm's competitive position as a source of some 
(23.53%) or little (26.47%) concern, only 6.47% and 8.24% viewed it as a source of strong 
or reasonable concern. 
VIII. 7.6 Parlial loss qf control of thefinn to a thirdparty 
AlthOLIgh as has already been shown by these results a substantial proportion of c 
respondenti V. dUe their autonomy, with 37.46% of all respondents citing a need to be their 
own boss as a motivating factor in their decision to establish or run their own business. 
Surprisingly fear of loss of control to a third party is not a major source of concern. Over LI 
half (52.10%) of respondents viewed it as of "no concern at all". Less than twelve percent 
of respondents believed it to be a source of either strong (4.79%) or reasonable (7.19%) 
concern. 
What is not clear from these figures however is the parties with which these individuals ID 
were co-operating. It would seem reasonable to expect that co-operation with suppliers 
will represent little or no potential for third party control, whereas in situations in which 
conipetitors are co-operating both parties may view this possibility as a source of great 
concern. Alternatively respondents may view co-operation as no real threat to their 
autoiiomy, either because they have such great confidence in their ability to maintain their 
autonomy, or perceive themselves as the likely leaders in any co-operative activities in 
which they may partake. 
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vIlT. 9 Most rewarding co-operative agreement motivated by short term, medium term or 
lonL, term needs 
The greatest percentage of co-operative agreements are motivated (at least initially) by 
short terni needs (39.11 %), a further 30.22% are attributable to medium term (three to five 
years) requirements, and the remaining 30.67% long term needs. 
Alfliough thesc figUres are of interest in themselves greater interest rests in whether this 
initial motivation has a significant affect on network success. Are individuals who enter a Cý 
co-operative agreement for short term reasons more likely to act opportunistically when C 
compared with those who entered for either medium or long term reasons? Answers to 
these questions will be advanced later in this chapter when results relating to network 
success and antecedents to it will be reviewed in detail. 
V111.9 Network success - obiective fulfilment 
Over three quarters of respondents enjoyed co-operative relationships which could be 
described as either highly successful (11.50%) or reasonably successful (67.26%). Less 
than five percent of individuals engaged in co-operative, activities had suffered from 
negative results (3.54% rather unsuccessful, 1.33% completely unsuccessful). 
Vill. 10 Benefits sought from co-operation 
Most respondents were co-operating for what might be considered as positive reasons: 
increased profitability (73.00%); firm growth (64.56%); increased organisational flexibility 
(21.94%) or as a mearis of shortcutting bureaucracy (8.02%). 
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More ne. -ative reasons were however also cited. Nearly thirty percent of respondents were 
co-operating to reduce uncertainty (29.11%), and over five percent (5.06%) were doing so Cý 
because they believed they had no choice. 
It would seeni reasonable then to expect that the benefits sought from co-operation may be 
indicative of the success level achieved, with those approaching co-operation for positive 
reasons liolditig stronger negotiating positions and being more likely to succeed than those Zý, - r_- Cý 
that approach co-operation to achieve negative objectives as defined above. These are 
relationships that will be considered in detail later in this document. 
VIII. II Smil I flusiness SLIpport Agencies and their role in the development of co-operative 
link-aces 
What is resoundingly clear from these results is that the more intense the third party's 
involvement, the greater the proportion of individuals who believe it will be of no benefit 
to the co-operative process. For example, identification of co-operative opportunities is 
vievved as being of no benefit by 19.02% of respondents, whilst twice this number 
(40.43%) hold the same view when asked about the use of a third party(s) in the long term 
m, 111agement of co-operative relationships. 
Just over twenty t1iree percent of respondents believed third party involvement in the 
introduction of potential partners to be a strong (10.19%) or reasonable benefit (13.11%). 
Just over a qUarter hold similar views over support agency participation in the 
idejitificatim of co-operative opportunities (6.34% and 20.00% for strong and reasonable 
bencfits respectively). Nineteen percent of respondents place strong (4.64%) or reasonable 
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value (14.43%) in external evaluation of co-operative opportunities. Only slightly more 
than ten percent of respondents (10.52%) believed such involvement to be a strong or 
reasonable benefit at the contract agreement / signing stage. A similarly low figure is noted 
for initial goods service exchange, where only 2.09% believed third party involvement to 4ý C 
be a strong benefit, with a further 12.04% viewing it as a reasonable benefit. Respondent LI 
entIlLIsiasm for external involvement is at its lowest for long term management of the 
rekitionship where it is viewed as being of strong and reasonable benefit to only 1.60% and 
5.3217-r. respectively. An area in which respondents are relatively keen to see third party 
participation is the introduction of potential new members, here 27.92% see such 
involvement as either a strong (9.14%) or reasonable (18.78%) benefit. 
Little difference is noted between respondents who have co-operated (as outlined above) 
and individuals who have not in relation to this question. Although on the whole a greater 
proportion of co-operating respondents believed third party involvement at all stages to be Zý 
of at least some benefit, the differences were not great. 
In the interest of clarity the results drawn from the first questionnaire will be presented for 
eacli type of co-operation. This approach acknowledges the potential variation in co- 
operative propensity and behaviour between groups. As has been argued elsewhere within 
this document it is hypothesised that vertical linkages such as those between a firm and its 
customers, distributors and suppliers will differ markedly form those to be found between 
the firm and its competitors or the firm and consultants. The following results relate to 
competitor co-operation. 
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APPENDIX IX 
Non-Competitor Co-operation Chi-Square Results and 
Regression Models 
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The following appendix presents results 'relating to all forms of non-competitor co- 
operation. Chi-square results along with logistic regression models are extended for each 0 
form of co-operation. 
IX. 1 General Co-operation - Chi-square relationshins and logisitic regression model 
constructiOn 
Table IX. 1.1 - General Co-operation - Uni-variate results 
Variable Degrees 
of 
Freedom 
Minimum 
Expected 
Frequency 
Number of cells 
with less than 5 
entries 
Number of 
Missing 
observations 
Correlation 
Significance 
AIA- Avail. Market Opp. 1 20.521 0 0 . 07196 D 1: need own way 3 1.848 1 of 8 (12.5%) 4 . 09090 
D4: Generate ideas when need to 3 0.685 2 of 8 (25.0%) 5 . 02005 
DIO: work myself 3 4.341 1 of 8 (12.5%) 5 . 08753 
D 11: listen to advice 3 1.599 1 of 8 (12.5%) 5 . 00714 
D 15: external influence 3 0.458 2 of 8 (25.0%) 6 . 03604 
D28: go against opinions 3 0.457 2 of 8 (25.0%) 5 . 03362 
D29: Generate ideas 3 0.907 2 of 8 (25.0%) 7 . 00072 
D30: difficult to achieve goals 3 3.400 1 of 8 (12.5%) 7 . 06729 
D33: difficult to control business 3 3.866 
-1 
of 8 (12.5%) 8 . 07616 
D43: feel unsure about future 3 4.706 1 of 8 (12.5%) 8 . 02653 
D47: ignore advice 3 2.465 1 of 8 (12.5%) 8 . 
06910 
D49: difficult to generate 
alternative 
3 2.465 1 of 8 (12.5%) 8 . 07688 
Memberl 4 0.684 
- - 
3 of 10 (30.0%) 0 . 04410 
1 4.670 T] of 4 (25.0%) 10 . 09799 
Tables IX. 1.2 and IX. 1.3 below list the variables entered into the general co-operative 
propensity logistic regression model at the first stage, and their respective names, 
descriptors, internal codes and labels. Table IX. 1.2 is used to indicate the model's internal 
code when the last point on a categorical scale is used as the reference point (deviation- 
last). Table IX 1.3 fulfils the same role when the first point on a categorical scale is used 
as the reference point (deviation - first). Dichotomous variables, which logistic regression 
does not treat as categorical variables, have the same value in both deviation last and 
deviation first analyses. 
157 
Antecedent variables that remain in the model when no other variables can be deleted are 
listed with their respective standardised exponent beta scores in Table IX. 1.4 
Table IX. 1.2: Variables Employed: General Co-operative Propensity Logistic 
Regression Model (Deviation - Last) 
Variable Description Internal Code & Label 
AIA Saw an available market opportunity - cited as 0= Yes 
principal motivation for starting / running the I =No 
business 
D1 I have a strong need to do things my own way I= Not at All 
2= Somewhat 
3= Moderately So 
D4 I am able to generate lots of ideas when I need to I= Somewhat 
2= Moderately So 
D10 I am more suited to working for myself and I= Not at All 
running my own business than working for 2= Somewhat 
someone else 3= Moderately So 
DII I am willing and able to listen to and evaluate the I= Not at All 
advice and guidance of others on how to run 2= Somewhat 
business 3= Moderately So 
DIS I believe that the performance of my business is I= Not at All 
powerfully influenced by conditions in the 2= Somewhat 
environment / economy, etc. 3= Moderately So 
D28 I am willing and able to go against the views and I= Not at All 
opinions of others in order to do what I believe is 2= Somewhat 
necessary for my business 3= Moderately So 
D29 I tend to reject the advice and guidance of others I= Not at All 
2= Somewhat 
3= Moderately So 
D30 I have found it difficult to achieve the aims and I= Not at All 
goals I have set for myself and the business 2= Somewhat 
3= Moderately So 
D33 I believe it is difficult for me to control what I= Not at All 
happens in my business 2= Somewhat 
3= Moderately So 
D43 I feel unsure about the future prospects for my 1= Not at All 
business 2= Somewhat 
3= Moderately So 
D47 I often ignore the advice and guidance of others, I= Not at All 
including other business owners, business 2= Somewhat 
advisors, colleagues, etc. 3= Moderately So 
D49 I rind it difficult to generate alternative solutions I Not at All 
and innovative options when confronted with 2 Somewhat 
problems and opportunities 3 ModeratelY So 
MEMBERI How many groups is the respondent a member of I=0 group 
?2=I groups 
3=2 groups 
4=3 groups 
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SEX Respondent's sex 0= Male 
I =Female 
Table IX. 1.3: Variables Employed: General Co-operative Propensity Logistic 
Regression Model (Deviation - First) 
Variable Description Internal Code & Label 
AIA Saw an available market opportunity - cited as 
principal motivation for starting / running the 
business 
D1 I have a strong need to do things my own way 
D4 I am able to generate lots of ideas when I need 
to 
0= Yes 
I =No 
I= Somewhat 
2= Moderately So 
3= Very Much So 
I= Moderately So 
2= Very Much So 
DIO I am more suited to working for myself and I= Somewhat a 
running my own business than working for 2= Moderately So 
someone else 3= Very Much So 
D11 I am willing and able to listen to and evaluate I= Somewhat 
the advice and guidance of others on how to 2= ModeratelY So 
run business 3= Very Much So 
D15 I believe that the performance of my business I= Somewhat 
is powerfully influenced by conditions in the 2= Moderately So 
environment/ economy, etc. 3= Very Much So 
D28 I am willing and able to go against the views I= Somewhat 
and opinions of others in order to do what 12= Moderately So 
believe is necessary for my business 3= Very Much So 
D29 I tend to reject the advice and guidance of I= Somewhat 
others 2= Moderately So 
3= Very Much So 
D30 I have found it difficult to achieve the aims I= Somewhat 
and goals I have set for myself and the 2= Moderately So 
business 3= Very Much So 
D33 I believe it is difficult for me to control what I= Somewhat 
happens in my business 2= Moderately So 
3= Very Much So 
D43 I feel unsure about the future prospects for my I Somewhat 
business 2 Moderately So 
3 Very Much So 
D47 I often ignore the advice and guidance of I Somewhat 
others, including other business owners, 2 Moderately So 
business advisors, colleagues, etc. 3 Very Much So 
D49 I find it difficult to generate alternative I Somewhat 
solutions and innovative options when 2= Moderately So 
confronted with problems and opportunities 3= Very Much So 
MEMBERI How many groups is the respondent a member I=I group 
of ?2=2 groups 
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3=3 groups 
4=4 groups 
SEX Respondent's sex 0= Male 
I =Female 
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General Co-operative Propensity Model (Deviation - Last) 
-2 Log Likelihood 112.238 
Goodness of Fit 147.448 
Chi -Square df Significance 
Model Chi-Square 71.951 19 . 0000 
Improvement -5.868 3 . 1182 
Note: A negative Chi-Square value indicates that the Chi -Square 
value has decreas ed from the previous step. 
Classification Table for COOPERAT 
Predi cted 
no yes Percent Correct 
I 
Observed I 
no n 48 16 75.00% 
yes y 10 59 85.51% 
overall 80.45% 
------------ ----------- Variables in the Equation ------- --------- -------- 
variable B S. E. Wald df Sig R Exp (B) 
AlA -1.4586 . 6140 5.6441 1 . 0175 -. 1407 . 2326 
D4 10.0030 2 . 0067 . 1805 
D4(l) -. 7286 . 4524 2.5945 1 . 1072 -. 0568 . 4826 
1)4(2) 1.1315 . 3597 9.8956 1 . 0017 . 2070 3.1002 
D11 12.3388 3 . 0063 . 1855 
D11(l) -. 2959 1.0616 . 0777 1 . 7805 . 0000 . 7439 
Dll(2) -1.4260 . 6443 4.8986 1 . 0269 -. 1254 . 2403 
D12(3) 1.2898 . 4946 6.7992 1 . 0091 . 1614 3.6320 
D15 1.5764 3 . 6648 . 0000 
D15(1) -6.4461 15.8986 . 1644 1 . 6851 . 0000 . 0016 
D15(2) 2.1610 5.3472 . 1633 1 . 6861 . 0000 8.6798 
D15(3) 1.8132 5.3135 . 1165 1 . 7329 . 0000 6.1303 
D30 10.2547 3 . 0165 . 1520 
D30(l) . 2596 . 4654 . 3112 1 . 5769 . 0000 1.2964 
D30(2) 1.5805 . 5124 9.5161 1 . 0020 . 2020 4.8575 
D30(3) -. 2612 . 4497 . 3374 1 . 5613 . 0000 . 7701 
D47 12.3155 3 . 0064 . 1852 
D47(l) . 6542 . 4514 2.1011 1 . 1472 . 0234 1.9237 
D47(2) -1.5881 . 5702 7.7579 1 . 0053 -. 1768 . 2043 
D47(3) . 7781 . 6374 1.4903 1 . 2222 . 0000 2.1773 
MEMBERI 11.2345 4 . 0241 . 1325 
MEMBERl(l) -2.7702 7.3553 . 1418 1 . 7065 . 0000 . 0627 
MEMBER1(2) -. 4465 *7.3436 . 0037 1 . 9515 . 0000 . 6398 
MEMBER1(3) -1.3608 7.3557 . 0342 1 . 8532 . 0000 . 2565 
MEMBER1(4) -2.2067 7.3924 . 0891 1 . 7653 . 0000 . 1101 
Constant . 3666 9.1266 . 0016 1 . 9680 
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----------------- Model if Term Removed ------------------ 
Term Log Significance 
Removed Likelihood -2 Log LR df of Log LR 
AlA -59.270 6.302 1 . 0121 D4 -61.726 11.215 2 . 0037 
D11 -64.027 15.816 3 . 0012 
D15 -59.268 6.299 3 . 0980 
D30 -62.094 11.950 3 . 0076 
D47 -63.414 14.591 3 . 0022 
MEMBERI -63.991 15.745 4 . 0034 
-------- ------- Variables not in the Equation - ---------------- 
Residual Chi Square 21.59 0 with IS df Sig . 2507 
Variable Score df Sig R 
D1 4.5500 3 . 2079 . 0000 
DIM 4.3936 1 . 0361 . 1140 
D1(2) 1.8620 1 . 1724 . 0000 
D1(3) 3.7451 1 . 0530 . 0973 
D10 2.6552 3 . 4479 . 0000 
MOM . 3657 1 . 5454 . 0000 
D10(2) . 6529 1 . 4191 . 0000 
D10(3) 2.0101 1 . 1563 . 0074 
D28 2.9087 2 . 2336 . 0000 
D28(l) 1.9832 1 . 1591 . 0000 
D28(2) . 5592 1 . 4546 . 0000 
D29 5.2446 3 . 1547 . 0000 
D29(1) 1.2896 1 . 2561 - . 0000 
D29(2) 4.8716 1 . 0273 . 1249 
D29(3) . 7632 1 . 3823 . 0000 
D43 2.8775 3 . 4109 . 0000 
D43(1) . 0031 1 . 9559 . 0000 
D43(2) 2.8679 1 . 0904 . 0686 
D43(3) . 0114 1 . 9150 . 0000 
D49 3.4361 3 . 3291 . 0000 
D49(1) . 5866 1 . 4438 . 0000 
D49(2) 2.2335 1 . 1351 . 0356 
D49(3) . 0669 1 . 7958 . 0000 
SEX 1.1190 1 . 2901 . 0000 
No more variables can be deleted or added. 
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General Co-operative Propensity Model (Deviation - First) 
-2 Log Likelihood 112.238 
Goodness of Fit 147.448 
Chi-Square df Significance 
Model Chi-Square 71.951 19 . 0000 
improvement -5.868 3 . 1182 
Note: A negative Chi-Square value indicates that the Chi-Square 
value has decreased from the previous step. 
Classification Table for COOPERAT 
Predicted 
no yes Percent Correct 
Observed II 
no n 48 16 75.00% 
yes Y 10 59 85.51% 
overall 60.45% 
----------------------- Variables in the Equation ------------------------ 
Variable B S. E. Wald df Sig R Exp(B) 
AIA -1.4586 . 6140 5.6441 1 . 0175 -. 1407 . 2326 
D4 10.0030 2 . 0067 . 1805 
D4(l) 1.1315 . 3597 9.8956 
1 . 0017 . 2070 3.1002 
D4(2) -. 4028 . 3744 1.1579 1 . 2819 . 0000 . 6684 
Dil 12.3388 3 . 0063 . 1855 
Dll(l) -1.4260 . 
6443 4.8986 1 . 0269 -. 1254 . 2403 
Dll(2) 1.2898 . 4946 6.7992 1 . 0091 . 1614 3.6320 
Dll(3) . 4321 . 
5533 . 6098 1 . 4349 . 0000 1.5405 
D15 1.5764 3 . 6648 . 0000 
D15(1) 2.1610 5.3472 . 1633 1 . 6861 . 0000 8.6798 
D15(2) 1.8132 5.3135 . 1165 1 . 7329 . 0000 6.1303 
D15(3) 2.4719 5.3128 . 2165 1 . 6417 . 0000 11.8446 
D30 10.2547 3 . 0165 . 1520 
D30(l) 1.5805 . 5124 9.5161 1 . 0020 . 2020 4.8575 
D30(2) -. 2612 . 4497 . 
3374 1 . 5613 . 0000 . 7701 
D30(3) -1.5789 . 8654 3.3285 1 . 0681 -. 0849 . 2062 
D47 12.3155 3 . 0064 . 1852 
D47(1) -1.5881 . 
5702 7.7579 1 . 0053 -. 1768 . 2043 
D47(2) . 7781 . 
6374 1.4903 1 . 2222 . 
0000 2.1773 
D47(3) . 1558 . 
9108 . 0292 1 . 8642 . 
0000 1.1686 
MEMBER1 11.2345 4 . 0241 . 1325 
MEMBERl(l) -. 4465 7.3436 . 0037 1 . 9515 . 
0000 . 6398 
MEMBER1(2) -1.3608 7.3557 . 0342 1 . 8532 . 0000 . 2565 
MEMBER1(3) -2.2067 7.3924 . 0891 1 . 7653 . 0000 . 1101 
MEMBER1(4) 6.7842 29.3325 . 0535 1 . 8171 . 0000 883.7758 
Constant . 3666 9.1266 . 
0016 1 . 9680 
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Model if Term Removed 
Term Log Significance 
Removed Likelihood -2 Log LR df of Log LR 
AIA -59.270 6.302 1 . 0121 D4 -61.726 11.215 2 . 0037 DII -64.027 15.816 3 . 0012 
D15 -59.268 6.299 3 . 0980 
D30 -62.094 11.950 3 . 0076 D47 -63.414 14.591 3 . 0022 
MEMBER1 -63.991 15.745 4 . 0034 
-------- ------- Variables not in the Equation -- --------------- 
Residual Chi Square 21.590 with 18 df Sig . 2507 
Variable Score df Sig R 
D1 4.5500 3 . 2079 . 0000 
DI(l) . 0117 1 . 9139 . 0000 
D1(2) 1.7719 1 . 1831 . 0000 
DI(3) 4.3936 1 . 0361 . 1140 
DIO 2.6552 3 . 4479 . 0000 
D10(1) . 2342 1 . 6284 . 0000 
DIO(2) 2.4750 1 . 1157 . 0508 
DIO(3) . 3657 1 . 5454 . 0000 
D28 2.5261 2 . 2828 . 0000 
D28(l) . 4796 1 . 4886 . 0000 
D28(2) 2.3958 1 . 1217 . 0464 
D29 5.2446 3 . 1547 . 0000 
D29(1) 3.4335 1 . 0639 . 0882 
D29(2) . 1416 1 . 7067 . 0000 
D29(3) 1.2896 1 . 2561 . 0000 
D43 2.8775 3 . 4109 . 0000 
D43(1) 1.3599 1 . 2436 . 0000 
D43(2) . 0012 1 . 9727 . 0000 
D43(3) . 0031 1 . 9559 . 0000 
D49 3.4361 3 . 3291 . 0000 
D49(1) . 2078 1 . 6485 . 0000 
D49(2) . 6885 1 . 4067 . 0000 
D49(3) . 5866 1 . 4438 . 0000 
SEX 1.1190 1 . 2901 . 0000 
No more variables can be deleted or added. 
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IX. 2 Distribution Co-operation - Chi-square relationshills and logisitic reuession 
model construction 
Table IX. 2.1 below acts as a summary of significant distributor co-operation chi-square 
contingency table results. As has already been argued, although they are not discussed 
here, an awareness of them may assist future researchers who seek to investigate the 0 
different types of co-operation in greater depth at the uni-variate level. 
Table IX. 2.1 - Distributor Co-operation - Uni-variate results 
Variable Degrees 
of 
Freedom 
Minimum 
Expected 
Frequency 
Number of cells 
with less than 5 
entries 
Number of 
Missing 
observations 
Correlation 
Significance 
"IB- Want to be own boss 1 28.469 0 0 . 02946 
" IF - Manager/Owner 1 4.456 1 of 4 (25.0%) 0 . 08594 
Competitor Co-op. 1 22.775 0 0 . 00196 
Consultant Co-op. 1 19.557 0 0 . 00009 
Customer Co-op 1 37.876 0 0 . 01092 
Supplier Co-op. 1 37.381 0 0 . 00000 
D4: Generate ideas when need to 3 0.735 2 of 8 (25.0%) 5 . 01129 
D8: Running bus. largely risk free 3 1.225 2 of 8 (25.0%) 5 . 09990 
D22: Aware of areas for product 
development 
3 2.695 1 of 8 (12.5%) 5 . 06086 
D23: convert opportunities into 
success 
3 1.715 1 of 8 (12.5%) 5 . 06644 
D25: vision of future business 3 3.921 1 of 8 (12.5%) 5 . 09509 
D34: Unsure as to which product 
is central to bus. 
3 1.732 2 of 8 (25.0%) 8 . 03998 
D37: Structure own day / own 
agenda 
3 3.450 1 of 8 (12.5%) 7 
- 
. 02790 
D45: Don't take risk won't know 
rucces..; 
3 
I 
9.188 0 
1 
9 - 0420 
Tables IX. 2.2 and IX. 2.3. below, as was the case with the competitor and general co- 
operative propensity models list the variables entered into the model at the first stage, and 
their respective names, descriptors, interrial codes and labels. Table IX. 2.2 is used to 
indicate the model's internal code when the last point on a categorical scale is used as the 
reference point (deviation-last). Table IX. 2.3 fulfils the same role when the first point on a 
categorical scale is used as the reference point (deviation - first). 
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Antecedent variables that remain in the distributor co-operative, logistic regression model 
when no other variables can be deleted are listed with their respective standardised 
exponent beta scores in the main body of this text. 
Table IX. 2.2: Variables Employed: Distributor Co-operative Propensity Logistic 
Regression Model (Deviation - Last) 
Variable Description Internal Code & Label 
AlB Wanted to be own boss - cited as principal 0= Yes 
motivation for starting / running the business I =No 
AIF Manage business not a shareholder 0= Yes 
I =No 
CO-COMPE Has the respondent co-operated with 0= Have not co-operated 
competitors? I= Have co-operated 
CO_CONSU Has the respondent co-operated with 0= Have not co-operated 
consultants? I= Have co-operated 
COSUSTO Has the respondent co-operated with 0= Have not co-operated 
customers I= Have co-operated 
CO-SUPPL Has the respondent co-operated with 0= Have not co-operated 
suppliers? I= Have co-operated 
D4 I am able to generate lots of ideas when I need I= Somewhat 
to 2= Moderately So 
D8 I believe that running my own business is I =Not at All 
largely a risk free option 2= Somewhat 
3= Moderately So 
D22 I am aware of many different ways in which I= Not at All 
my product / service could be used and 2= Somewhat 
developed 3= Moderately So 
D23 I know how to convert opportunities into real I =Not at All 
successes 2= Somewhat 
3= Moderately So 
D25 I know what type of business I wish to be at I= Not at All 
the head of in the future 2= Somewhat 
3= Moderately So 
D34 I am unsure about the product/service range . 
I= Not at All 
which is currently central to my business 2= Somewhat 
3= Moderately So 
D37 I can structure my own day and set my own I= Not at All 
agenda of things I need to do 2= Somewhat 
3= Moderately So 
D45 I feel unsure about the future prospects for my I= Not at All 
business 2= Somewhat 
3= Moderately So 
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Table IX. 2.3: Variables Employed: Distributor Co-operative Propensity Logistic 
Regression Model (Deviation - First) 
Variable Description Internal Code & Label 
AIB Wanted to be own boss - cited as principal 0= Yes 
motivation for starting / running the business I =No 
AlF Manage business not a shareholder 0= Yes 
I =No 
CO_CO, NIPE Has the respondent co-operated with 0= Have not co-operated 
competitors? I= Have co-operated 
CO-CONSU Has the respondent co-operated with 0= Have not co-operated 
consultants? I= Have co-operated 
CO-CUSTO Has the respondent co-operated with 0= Have not co-operated 
customers I= Have co-operated 
CO-SUPPL Has the respondent co-operated with 0= Have not co-operated 
suppliers? I= Have co-operated 
D4 I am able to generate lots of ideas when I need I= Somewhat 
to 2= Moderately So 
3= Very Much So 
D8 I believe that running my own business is I= Somewhat 
largely a risk free option 2= Moderately So 
3= Very Much So 
D22 I am aware of many different ways in which I= Somewhat 
my product / service could be used and 2= Moderately So 
developed 3= Very Much So 
D23 I know how to convert opportunities into real I= Somewhat 
successes 2= Moderately So 
3= Very Much So 
D25 I know what type of business I wish to be at I= Somewhat 
the head of in the future 2= Moderately So 
3= Very Much So 
D34 I am unsure about the product/service range C I= Somewhat 
which is currently central to my business 2= Moderately So 
3= Very Much So 
D37 I can structure my own day and set my own I= Somewhat 
agenda of things I need to do 2= Moderately So 
3= Very Much So 
D45 I feel unsure about the future prospects for my I= Somewhat 
business 2= Moderately So 
3= Very Much So 
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Distributor Co-operative Propensity Model (Deviation - Last) 
-2 Log Likelihood 152.291 
Goodness of Fit 147.911 
Chi-Square df significance 
Model Chi-Square 51.487 7 . 0000 
Improvement -2.598 1 . 1070 
Note: A negative Chi-Square value indicates that the Chi-Square 
value has decreased from the previous step. 
Classification Table for CO_ýDISTR 
Predicted 
No Yes Percent Correct 
NY 
observed 
No N 55 18 75.34% 
Yes Y 18 56 75.68% 
Overall 75.51% 
------------ ---------- Variables in the Equation ------ --------- -------- 
Variable B S. E. Wald df Sig R Exp(B) 
AlB 1.6581 . 4501 13.5720 1 . 0002 . 2383 5.2496 
CO_SUPPL 2.1086 . 4462 22.3340 1 . 0000 . 3159 8.2370 
D4 4.6233 2 . 0991 . 0553 
D4(1) -. 9523 . 4927 3.7368 1 . 0532 -. 0923 . 3858 
D4(2) . 6648 . 3301 4.0552 1 . 0440 . 1004 1.9441 
D23 4.2171 3 . 2390 . 0000 
D23(1) 4.8585 14.9462 . 1057 1 . 7451 . 0000 128.8252 
D23(2) -1.4748 4.9949 . 0872 1 . 7678 . 0000 . 2288 
D23(3) -2.1640 4.9888 . 1882 1 . 6645 . 0000 . 1149 
Constant -4.7620 5.1363 . 8596 1 . 3539 
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----------------- Model if Term Removed ------------------ 
Term Log Significance 
Removed Likelihood -2 L og LR df of Log LR 
AlB -83.900 1 5.508 1 . 0001 
CO_SUPPL -89.538 2 6.785 1 . 0000 
D4 -78.646 5.001 2 . 0820 
D23 -79.459 6.627 3 . 0848 
--------- ------ Variables not in the Equation - ---------------- 
Residual Chi Square 22.760 with 22 df Sig . 4154 
Variable Score df Sig R 
AIF 2.5249 1 . 1121 . 0508 
CO__ýCOMPE . 2012 1 . 6537 . 0000 
CO_CUSTO . 4269 1 . 5135 . 0000 
CO_CONSU . 8632 1 . 3529 . 0000 
D8 1.1463 3 . 7659 . 0000 
D8(1) 1.0424 1 . 3073 . 0000 
D8(2) . 4315 1 . 5112 . 0000 
D8(3) . 2626 1 . 6083 . 0000 
D22 4.7143 3 . 1940 . 0000 
D22(1) . 0880 1 . 7668 . 0000 
D22(2) 1.2763 1 . 2586 . 0000 
D22(3) . 7112 1 . 3990 . 0000 
D25 4.8634 3 . 1821 . 0000 
D25(1) . 0460 1 . 8302 . 0000 
D25(2) . 0616 1 . 8040 . 0000 
D25(3) 1.5033 1 . 2202 . 0000 
D34 3.0447 3 . 3848 . 0000 
D34(1) . 1269 1 . 7217 . 0000 
D34(2) 2.3770 1 . 1231 . 0430 
D34(3) . 3335 1 . 5636 . 0000 
D37 3.0886 3 . 3782 . 0000 
D37(1) 2.3918 1 . 1220 . 0438 
D37(2) 2.7974 1 . 0944 . 0626 
D37(3) 2.2232 1 . 1360 . 0331 
D45 4.2098 3 . 2397 . 0000 
D45(1) . 0043 1 . 9480 . 0000 
D45(2) 2.4562 1 . 1171 . 0473 
D45(3) . 1337 1 . 7146 . 0000 
No more variables can be deleted or added. 
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Distributor Co-operative Propensity Model (Deviation - First) 
-2 Log Likelihood 152.291 
Goodness of Fit 147.911 
Chi-Square df Signif icance 
Model Chi-Square 51.487 7 . 0000 
Improvement -2.59B 1 . 1070 
Note: A negative Chi-Square value indicates that the Chi-Square 
value has decreased from the previous step. 
Classification Table for CO_DISTR 
Predicted 
No Yes Percent Co rrect 
NY 
observed 
No N 55 18 75.34% 
Yes y 18 56 75.68% 
Overall 75.51% 
------------ ---------- Variables in the Equation ------- -------- -------- 
Variable B S. E. Wald df Sig R Exp(B) 
AlB 1.6581 . 4501 13.5720 1 . 0002 . 2383 5.2496 
CO_SUPPL 2.1086 . 4462 22.3340 1 . 0000 . 3159 8.2370 
D4 4.6233 2 . 0991 . 0553 
D4(l) . 6648 . 3301 4.0552 1 . 0440 . 1004 1.9441 
D4(2) . 2876 . 3574 . 6473 1 . 4211 . 0000 1.3332 
D23 4.2171 3 . 2390 . 0000 
D23(l) -1.4748 4.9949 . 0872 1 . 7678 . 0000 . 2288 
D23(2) -2.1640 4.9888 . 1882 1 . 6645 . 0000 . 1149 
D23(3) -1.2197 4.9918 . 0597 1 . 8070 . 0000 . 2953 
Constant -4.7620 5.1363 . 8596 1 . 3539 
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----------------- Model if Term Removed ------------------ 
Term Log Significance 
Removed Likelihood -2 L og LR df of Log LR 
AlB -83.900 1 5.508 1 . 0001 
CO_SUPPL -89.538 2 6.785 1 . 0000 
D4 -78.646 5.001 2 . 0820 
D23 -79.459 6.627 3 . 0848 
--------- ------ Variables not in the Equation -- --------------- 
Residual Chi Square 22.760 with 22 df Sig . 4154 
Variable Score df Sig R 
AlF 2.5249 1 . 1121 . 0508 
CO_COMPE . 2012 1 . 6537 . 0000 
CO_CUSTO . 4269 1 . 5135 . 0000 
CO_CONSU . 8632 1 . 3529 . 0000 
D8 1.1463 3 . 7659 . 0000 
D8(l) . 9000 1 . 3428 . 0000 
D8(2) 1.0698 1 . 3010 . 0000 
D8(3) 1.0424 1 . 3073 . 0000 
D22 4.7143 3 . 1940 . 0000 
D22(1) 4.2384 1 . 0395 . 1048 
D22(2) 1.0161 1 . 3135 . 0000 
D22(3) . 0880 1 . 7668 . 0000 
D25 4.8634 3 . 1821 . 0000 
D25(1) . 5047 1 . 4774 . 0000 
D25(2) 4.2721 1 . 0387 . 1056 
D25(3) . 0460 1 . 8302 . 0000 
D34 3.0447 3 . 3848 . 0000 
D34(1) . 9917 1 . 3193 . 0000 
D34(2) . 0002 1 . 9882 . 0000 
D34(3) . 1269 1 . 7217 . 0000 
D37 3.0886 3 . 3782 . 0000 
D37(1) . 9230 1 . 3367 . 0000 
D37(2) . 8480 1 . 3571 . 0000 
D37(3) 2.3918 1 . 1220 . 0438 
D45 4.2098 3 . 2397 . 0000 
D45(1) 3.6507 1 . 0560 . 0900 
D45(2) . 1636 1 . 6858 . 0000 
D45(3) . 0043 1 . 9480 . 0000 
No more variables can be deleted or added. 
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IX. 3 Customer Co-operation 
-- 
Chi-snuare relationships and logisitic reigession model 
construction 
Table IX. 3.1 below acts as a summary of significant customer co-operation chi-square 
contingency table results. As has already been argued, although they are not discussed 
here, an awareness of them may assist future researchers who seek to investigate the 
different types of co-operation in greater depth at the uni-variate level. 
Table IX. 3.1 - Customer Co-operation - Uni-variate results 
Variable Degrees 
of 
Freedom 
Minimum 
Expected 
Frequency 
Number of cells 
with less than 5 
entries 
Number of 
Missing 
observations 
Correlation 
Significance 
AIF- Manager/Owner 1 8.971 0 0 . 08639 
A2C: Freemasons' 1 7.974 0 0 . 07441 
A211: Trade Assoc. 1 43.857 0 0 . 00181 
Competitor Co-op. 1 45.850 0 0 . 00067 
Consultant Co-op. 1 39.371 0 0 . 00818 
Distributor Co-op. 1 37.876 0 0 . 01092 
Supplier Co-op. 1 75.254 0 0 . 00000 
DI: need own way 3 3.987 2 of 8 (25.0%) 4 . 04780 
137: clear picture of where I want 
business to be 
2 3.000 2 of 8 (25.0%) 5 . 08109 
D8: Running own business largely 
risk free 
3 2.500 2 of 8 (25.0%) 5 . 09507 
DI 1: listen to advice 3 3.500 2 of 8 (25.0%) 5 . 02330 
D15: external influence 3 0.997 2 of 8 (25.0%) 6 . 04197 
D23: convert opportunities into 3 3.500 2 of 8 (25.0%) 5 . 02986 
D26: Aware of risks in bus. 3 2.000 4 of 8 (50.0%) 5 . 08791 
D28: go against opinions 3 1.000 2 of 8 (25.0%) 5 . 01660 
D29: Generate ideas 3 1.973 2 of 8 (25.0%) 7 . 02841 
D32: able to assess changes in the 
environment 
3 7.920 0 8 . 09603 
D33: difficult to control business 3 8.415 0 8 . 01613 
D34: Unsure as to which product 
is central to bus. 
3 3.441 2 of 8 (25.0%) 8 . 09251 
D35: evaluate risks 3 3.453 2 of 8 (25.0%) 7 . 08186 
D38: I exclude others from 
business ecisions 
3 7.893 0 7 . 09468 
Bustype 2 3.933 2 of 6 (33.3%) 10 . 00087 
Memberl 4 1.495 2 of 10 (20.0%) 0 . 00530 
Tables IX. 3.2 and IX. 3.3 below, as was the case with the models that were discussed earlier 
in this chapter list the variables entered into the model at the first stage, and their respective 
names, descriptors, internal codes and labels. Table IX. 3.2 is used to indicate the model's 
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internal code when the last point on a categorical scale is used as the reference point 
(deviation-last). Table IX. 3.3 fulfils the same role when the first point on a categorical Z, 
scale is used as the reference point (deviation - first). 
Antecedent variables that remain in the customer co-operative logistic regression model 
when no other variables can be deleted are listed with their respective standardised 
exponent beta scores in the main body of this text. 
Table IX. 3.2: Variables Employed: Customer Co-operative Propensity Logistic 
Regression Model (Deviation -Last) 
Variable Description Internal Code & Label 
AlF Manage business not a shareholder 0= Yes 
I =No 
A2C Is the respondent a member of a freemason's 0= Member 
lodge? I= Non-member 
A2E Is the respondent a member of a trade 0= Member 
association? I= Non-member 
CO_COMPE Has the respondent co-operated with 0= Have not co-operated 
competitors? I= Have co-operated 
CO_CONSU Has the respondent co-operated with 0= Have not co-operated 
consultants? I= Have co-operated 
CO_CUSTO Has the respondent co-operated with 0= Have not co-operated 
customers I= Have co-operated 
CO_$UPPL Has the respondent co-operated with 0= Have not co-operated 
suppliers? I= Have co-operated 
D1 I have a strong need to do things my own way I =Not at All 
2= Somewhat 
3= Moderately So 
D7 I have a clear picture of where I want my I= Not at All 
business to be in the future 2= Somewhat 
3= Moderately So 
D8 I believe that running my own business is I= Not at All 
largely a risk free option 2= Somewhat 
3= Moderately So 
DII I am willing and able to listen to and evaluate I =Not at All 
the advice and guidance of others on how to 2= Somewhat 
run business 3= Moderately So 
D15 I believe that the performance of my business I= Not at All 
is powerfully influenced by conditions in the 2= Somewhat 
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environment / economy, etc. 3= Moderately So 
D23 I know how to convert opportunities into real I =Not at All 
successes 2= Somewhat 
3= Moderately So 
D26 I am sufficiently aware of the risks involved in I= Not at All 
running my business 2= Somewhat 
3= Moderately So 
D28 I am willing and able to go against the views I= Not at All 
and opinions of others in order to do what 12= Somewhat 
believe is necessary for my business 3= Moderately So 
D32 I am able to assess changes in the economic I= Not at All 
and social environment which could provide 2= Somewhat 
opportunities for my success 3= Moderately So 
D33 I believe it is difficult for me to control what I= Not at All 
happens in my business 2= Somewhat 
3= Moderately So 
D34 I am unsure about the product/service range I= Not at All 
which is currently central to my business 2= Somewhat 
3= Moderately So 
D35 I am able to effectively evaluate the various I= Not at All 
risks involved in running my business 2= Somewhat 
3= Moderately So 
D38 I exclude others from decisions which affect I= Not at All 
the running of my business 2= Somewhat 
3= Moderately So 
Bustype Type of business the respondent operates I= Agriculture & Extractive 
2= Manufacturing 
Memberl How many groups is the respondent a member I=0 group 
of ?2=I groups 
3=2 groups 
4=3 groups 
Table IX. 3.3: Variables Employed: Customer Co-operative Propensity Logistic 
Regression Model (Deviation - First) 
Variable Description 
AlF Managc business not a shareholder 
A2C Is the respondent a member of a freernason's 
lodge? 
ME Is the respondent a member of a trade 
association? 
CO_COMPE Has the respondent co-operated with 
competitors? 
CO-CONSU Has the respondent co-operated with 
consultants? 
Internal Code & Label 
0= Yes 
I =No 
0= Member 
I= Non-member 
0= Member 
I= Non-member 
0= Have not co-operated 
I= Have co-operated 
0= Have not co-operated 
I= Have co-operated 
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CO_CUSTO Has the respondent co-operated with 0= Have not co-operated 
customers I= Have co-operated 
CO-SUPPL Has the respondent co-operated with 0= Have not co-operated 
suppliers? I= Have co-operated 
D1 I have a strong need to do things my own way I =Somewhat 
2= Moderately So 
3= Very Much So 
D7 I have a clear picture of where I want my I= Somewhat 
business to be in the future 2= Moderately So 
3= Very Much So 
D8 I believe that running my own business is I= Somewhat 
largely a risk free option 2= Moderately So 
3= Very Much So 
DII I am willing and able to listen to and evaluate I= Somewhat 
the advice and guidance of others on how to 2= Moderately So 
run business 3= Very Much So 
D15 I believe that the performance of my business I= Somewhat 
is powerfully influenced by conditions in the 2= Moderately So 
environment/ economy, etc. 3= Very Much So 
D23 I know how to convert opportunities into real I= Somewhat 
successes 2= Moderately So 
3= Very Much So 
D26 I am sufficiently aware of the risks involved in I= Somewhat 
running my business 2= Moderately So 
3= Very Much So 
D28 I am willing and able to go against the views I= Somewhat 
and opinions of others in order to do what 1 2= Moderately So 
believe is necessary for my business 3= Very Much So 
D32 I am able to assess changes in the economic I= Somewhat 
and social environment which could provide 2= Moderately So 
opportunities for my success 3= Very Much So 
D33 I believe it is difficult for me to control what I= Somewhat 
happens in my business 2= Moderately So 
3= Very Much So 
D34 I am unsure about the product/service range I= Somewhat 
which is currently central to my business 2= Moderately So 
3= Very Much So 
D35 I am able to effectively evaluate the various I= Somewhat 
risks involved in running my business 2= Moderately So 
3= Very Much So 
D38 I exclude others from decisions which affect I= Somewhat 
the running of my business 2= Moderately So 
3= Very Much So 
Bustype Type of business the respondent operates I= Manufacturing 
2= Service Sector 
Memberl How many groups is the respondent a member II group 
of ?22 groups 
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3=3 groups 
4=4 groups 
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Customer Co-operative Propensity Model (Deviation - Last) 
-2 Log Likelihood 297.709 
Goodness of Fit 268.517 
Chi-Square df Significance 
Model Chi-Square 95.774 is . 0000 
Improvement -2.667 1 . 1025 
Note: A negative Chi-Square value indicates that the Chi-Square 
value has decreased from the previous step. 
Classification Table for CO_CUSTO 
Predicted 
No Yes Percent Correct 
NYI 
uLdbwl- 
No N 
Yes y 
71.74% 
76.71% 
overall 74.30% 
Variables in the Equation 
Variable B S. E. Wald df Sig R Exp (B) 
A2C 1.7208 . 8742 3.8751 1 . 0490 . 0690 5.5892 
CO_COMPE 1.0770 . 3376 10.1738 1 . 0014 . 1441 2.9357 
CO-SUPPL 1.5289 . 3131 23.8422 1 . 0000 . 2356 4.6133 
D23 12.2681 3 . 0065 . 1264 
D23(1) 1.5163 . 8949 2.8705 1 . 0902 . 0470 4.5551 
D23(2) . 0030 . 3606 . 0001 1 . 9933 . 0000 1.0030 
D23(3) -. 2237 . 3527 . 4021 1 . 5260 . 0000 . 7996 
D33 6.8922 3 . 0754 . 0476 
D33(1) . 3057 . 3096 . 9751 1 . 3234 . 0000 1.3576 
D33(2) . 7238 . 2975 5.9175 1 . 0150 . 0998 2.0622 
D33(3) -. 1620 . 3424 . 2238 1 . 6361 . 0000 . 8505 BUSTYPE 19.9772 2 . 0000 . 2015 
SUSTYPEW -1.4726 . 6136 5.7591 1 . 0164 -. 0977 . 2293 BUSTYPE(2) 1.4009 . 3616 15.0055 1 . 0001 . 1818 4.0589 
MEMBER1 7.2470 4 . 1234 . 0000 
MEMBER1(l) -1.5443 2.4403 . 4005 1 . 5268 . 0000 . 2135 
MEMBER1(2) -. 9689 2.4250 . 1597 1 . 6895 . 0000 . 3795 
MEMBER1(3) -1.8859 2.4283 . 6032 1 . 4374 . 0000 . 1517 
MEMBER1(4) -1.0326 2.4719 . 1745 1 . 6761 . 0000 . 3561 
Constant -6.4424 2.9902 4.6419 1 . 0312 
----------- ------ Model if Term Removed --- ---- ----------- 
Term Log Significance 
Removed Likelihood -2 Log LR df of Log LR 
A2C -151.233 4.758 1 . 0292 
CO-COMPE -154.220 ID. 731 1 . 0011 
CO_SUPPL -162.071 26.434 1 . 0000 
D23 -155.750 13.791 3 . 0032 
D33 -152.574 7.439 3 . 0592 
BUSTYPE -160.232 22.756 2 . 0000 
MEKBERI -154.925 12.142 4 . 0163 
99 39 
34 112 
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--------------- Variables not in the Equation ----------------- 
Residual Chi Square 34.790 with 39 df Sig - . 6623 
Variable Score df Sig R 
AlF . 5624 1 . 4533 . 0000 
CO-DISTR . 0397 1 . 8422 . 0000 
CO-CONSU 2.6692 1 . 1023 . 0412 
Dl 4.0920 3 . 2517 . 0000 
Dl(l) . 0471 1 . 8282 . 0000 
DI(2) . 1618 1 . 
6875 . 0000 
D1(3) 1.2955 1 . 
2550 . 0000 
D7 1.8798 3 . 5977 . 0000 
D7(1) . 9165 1 . 
3384 . 0000 
D7(2) AM 1 . 4841 . 0000 
D7(3) 1.6219 1 . 2028 . 0000 
De 3.8369 3 . 2796 . 0000 DB(l) 1.1212 1 . 2897 . 0000 
DB(2) . 3011 1 . 5832 . 0000 
DBM 1.4802 1 . 2237 . 0000 
D11 3.2702 3 . 3518 . 0000 
DII(l) . 8299 1 . 3623 . 0000 
DII(2) 1.5512 1 . 2130 . 0000 
Dll(3) . 0098 1 . 9211 . 0000 
D15 5.2956 3 . 1514 . 0000 
D15(1) . 9339 1 . 3338 . 0000 
D15(2) . 0224 1 . 8810 . 0000 
D15(3) 2.0724 1 . 1500 . 0136 
D26 1.0904 3 . 7794 . 0000 
D26(1) . 0491 1 . 8246 . 0000 
D26(2) . 0104 1 . 9186 . 0000 
D26(3) . 0032 1 . 9549 . 0000 
D28 3.0717 3 . 3807 . 0000 
D28(l) . 8885 1 . 3459 . 0000 
D28(2) . 9774 1 . 3228 . 0000 
D28(3) 1.5104 1 . 2191 . 0000 
D29 2.3749 3 . 4983 . 0000 
D29(l) . 0408 2 . 8398 . 0000 
D29(2) 1.1320 1 . 2873 . 0000 
D29(3) . 6504 1 . 420D . 0000 
D32 1.4388 3 . 6965 . 0000 
D32(l) . 0011 1 . 9737 . 0000 
D32(2) . 6382 1 . 4244 . 0000 
D32(3) . 4679 1 . 4939 . 0000 
D34 4.9934 3 . 1723 . 0000 
D34(l) 4.2843 1 . 0385 . 0762 
D34(2) 1.6334 1 . 2012 . 0000 
D34(3) . 8200 1 . 3652 . 0000 
D35 2.8745 3 . 4114 . 0000 
D35(l) . 1027 1 . 7486 . 0000 
D35(2) . 2936 1 . 5879 . 0000 
D35(3) 1.2374 1 . 2660 . 0000 
D38 6.2017 3 . 1022 . 0226 
D38(l) 2.2237 1 . 1359 . 0238 
D3812) . 7432 1 . 3886 . 0000 
D38(3) 4.0647 1 . 0438 . 0724 
No more variables can be deleted or added. 
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Customer Co-operative Propensity Model (Deviation - First) 
-2 Log Likelihood 
Goodness of Fit 
Model Chi-Square 
improvement 
297.709 
268.517 
Chi-Square df Significance 
95.774 15 . 0000 
-2.667 1 . 1025 
Note: A negative Chi-Square value indicates that the Chi-Square 
value has decreased from the previous step. 
Classification Table for CO_CUSTO 
Predicted 
No Yes Percent Correct 
NY 
Observed 
No N 
Yes Y 
71.74% 
76.71% 
overall 74.30% 
----------------------- Variables in the Equation ------------------------ 
variable B S. E. Wald 
A2C 1.7208 . 8742 3.8751 
CO_COMPE 1.0770 . 3376 10.1738 
CO_SUPPL 1.5289 . 3131 23.8422 
D23 12.2881 
D23(1) . 0030 . 3606 . 0001 
D23(2) -. 2237 . 3527 . 4021 
D23(3) -1.2956 . 4019 10.3912 
D33 6.8922 
D33(1) . 7238 . 2975 5.9175 
D33(2) -* 1620 . 3424 . 2238 
D33(3) -. 8676 . 6721 1.6660 
BUSTYPE 19.9772 
BUSTYPEM 1.4009 . 3616 15.0055 
BUSTYPE(2) . 0717 . 3376 . 0451 
MEMBER1 7.2470 
MEMBER1(1) -. 9689 2.4250 . 1597 
MEMBER1(2) -1.8859 2.4283 . 6032 
MEMBER1(3) -1.0326 2.4719 . 1745 
MEMBER1(4) 5.4318 9.6427 . 3173 
Constant -6.4424 2.9902 4.6419 
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df Sig R Exp (B) 
1 . 0490 . 0690 5.5892 
1 . 0014 . 1441 2.9357 
1 . 0000 . 2356 4.6133 
3 . 0065 . 1264 
1 . 9933 . 0000 1.0030 
1 . 5260 . 0000 . 7996 
1 . 0013 -. 1460 . 2737 
3 . 0754 . 0476 
1 . 0150 . 0998 2.0622 
1 . 6361 . 0000 . 8505 
1 . 1968 . 0000 . 4200 
2 . 0000 . 2015 
1 . 0001 . 1818 4.0589 
1 . 8319 . 0000 1.0743 
4 . 1234 . 0000 
1 . 6895 . 0000 . 3795 
1 . 4374 . 0000 . 1517 
1 . 6761 . 0000 . 3561 
1 . 5732 . 0000 228.5610 
1 . 0312 
Model if Term Removed 
Term Log Significance 
Removed Likelihood -2 Log LR df of Log LR 
A2C -151.233 4.758 1 . 0292 
CO-COMPE -154.220 1 0.731 1 . 0011 
CO-SUPPL -162.071 2 6.434 1 . 0000 
D23 -155.750 1 3.791 3 . 0032 
D33 -152.574 7.439 3 . 0592 
BUSTYPE -160.232 2 2.756 2 . 0000 
MMER1 -lS4.925 2 2.142 4 . 0263 
--------- ------ Variables not in the Equation - ----------- 
Residual Chi Square 34.790 with 39 df Sig 
Variable Score df Sig R 
AlF . 5624 1 . 4533 . 0000 
CO_DISTR . 0397 1 . 8422 . 0000 
CO_CONSU 2.6692 1 . 1023 . 0412 
DI 4.0920 3 . 2517 . 0000 
Bl(l) 1.0944 1 . 2955 . 0000 
D1(2) 3.0442 1 . 0810 . 0515 
1)1(3) . 0471 1 . 8282 . 0000 
D7 1.8798 3 . 5977 . 0000 
W(l) . 0066 1 . 9355 . 0000 
D7(2) 1.8352 1 . 1755 . 0000 
D7(3) . 9165 1 . 3384 . 0000 
D8 3.8369 3 2796 . 0000 
D8(l) . 1319 1 . 7165 . 0000 
D8(2) . 1153 1 . 7342 . 0000 
D8(3) 1.1212 1 . 2897 . 0000 
D11 3.2702 3 . 3518 . 0000 
DII(l) . 9192 1 . 3377 . 0000 
ml(2) 1.0017 1 . 3169 . 0000 
DIIM . 8299 1 . 3623 . 0000 
D15 5.2956 3 . 1514 . 0000 
D15(1) 2.8992 1 . 0886 . 0478 
D15(2) 2.7631 1 . 0965 . 0440 
D15(3) . 9339 1 . 3338 . 0000 
D26 1.0904 3 . 7794 . 0000 
W60) . 6714 1 . 4126 . 0000 
D26(2) . 1114 1 . 7385 . 0000 
Z)26(3) . 0491 1 . 8246 . 0000 
D28 3.0717 3 . 3807 . 0000 
D28(1) . 2595 1 . 6104 . 0000 
D28(2) 1.8042 1 . 1792 . 0000 
D28(3) . 8885 1 . 3459 . 0000 
D29 2.3749 3 . 4983 . 0000 
1)29(l) . 1939 1 . 6597 . 0000 
1)29(2) . 3001 1 S838 . 0000 
D29(3) . 0408 1 . 8398 . 0000 
D32 1.4388 3 . 6965 . 0000 
D32(1) . 8445 1 . 3581 . 0000 
D32(2) . 8492 1 . 3568 . 0000 
D32(3) . 0011 1 . 9737 . 0000 
D34 4.9934 3 . 1723 . 0000 
D34G) 4.2906 1 . 0383 . 0763 
D34(2) 4.5854 1 . 0322 . 0811 
D34(3) 4.2843 1 . 0385 . 0762 
D35 2.8745 3 . 4114 . 0000 
D35(1) . 2398 1 . 6244 . 0000 
D35(2) 2.3408 1 . 1260 . 0294 
D35(3) . 1027 1 . 7486 . 0000 
D38 6.2017 3 . 1022 . 0226 
D38(l) 2.3764 1 . 1232 . 0309 
D38(2) 5.5697 1 . 0183 . 0952 
D38(3) 2.2237 1 . 1359 . 0238 
NO more variables can be deleted or added. 
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IX. 4 Supplier Co-operation .- Chi-square -relationships 
and lo2isitic reuession model 
construction 
Table IX. 4.1 below acts as a summary of significant supplier co-operation chi-square 
contingency table results. As has already been argued, although they are not discussed 
here, an awareness of them may assist future researchers who seek to investigate the 
different types of co-operation in greater depth at the uni-variate level. 
Table IX. 4.1 - Supplier Co-operation - Uni-variate results 
Variable Degrees 
of 
Freedom 
Minimum 
Expected 
Frequencv 
Number of cells 
with less than 5 
entries 
Number of 
Missing 
observations 
Correlation 
Significance 
Competitor Co-op. 1 45.251 0 0 . 
00014 
Consultant Co-op. 1 38.857 0 0 . 
01179 
Custoiner Co-op. 1 75.254 0 0 . 
00000 
Distributor Co-op. 1 37.381 0 0 . 
00000 
D4: able to generate ideas when 
need to 
3 1.480 2 of 8 (25.0%) 5 . 
01577 
D24: bus. success largely a result 
ofluck 
3 8.881 0 5 
. 
09093 
D29: Generate ideas 3 1.987 2 of 8 (25.0%) 7 . 
06189 
D33: difficult to control business 3 8.415 0 8 . 
04018 
D36: Contingency plan where risk 
exists 
3 2.483 2 of 8 (25.0%) 9 . 
06650 
Bustype 2 3.987 12 of 6 (33.3%) 10 . 
01701 lul 
ErnployN2 11 2.492 
- 
13 of 24 (12.5%) 17 . 
04 ý11 
Tables IX. 4.2 and IX. 4.3 below, as was the case with the models that were discussed earlier 
in this chapter list the variables entered into the model at the first stage, and their respective 
names, descriptors, internal codes and labels. Table IX. 4.2 is used to indicate the model's 
internal code when the last point on a categorical scale is used as the reference point 
(deviation-last). Table IXA3 fulfils the same role when the first point on a categorical 
scale is used as the reference point (deviation - first). 
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Antecedent variables that remain in the supplier co-operative logistic regression model 
when no other variables can be deleted are listed with their respective standardised 
exponent beta scores in the main body of this text. 
Table IX. 4.2: Variables Employed: Supplier Co-operative Propensity Logistic 
Regression Model (Deviation - Last) 
Variable Description Internal Code & Label 
CO-COTNIPE Has the respondent co-operated with 0= Have not co-operated 
competitors? I= Have co-operated 
CO-CONSU Has the respondent co-operated with 0= Have not co-operated 
consultants? I= Have co-operated 
CO_CUSTO Has the respondent co-operated with 0= Have not co-operated 
customers I= Have co-operated 
CO-SUPPL Has the respondent co-operated with 0= Have not co-operated 
suppliers? I= Have co-operated 
D4 I am able to generate lots of ideas when I need I= Somewhat 
to 2= Moderately So 
D24 I believe that whether a business is successful I= Not at All 
or not is largely a result of luck 2= Somewhat 
3= Moderately So 
D29 I tend to reject the advice and guidance of I= Not at All 
others 2= Somewhat 
3= Moderately So 
D33 I believe it is difficult for me to control what I= Not at All 
happens in my business 2= Somewhat 
3= Moderately So 
D36 If there is a risk involved in a decision or I= Not at All 
course of action I believe it is necessary to 2= Somewhat 
have a contingency plan 3= Moderately So 
Bustype Type of business the respondent operates I= Agriculture & Extractive 
2= Manufacturing - 
EmployN2 How many employees does the firm retain ?I=0-2.99 Emps. 
2=3-5 Emps. 
3=6-7 Emps. 
4=8-9 Emps. 
5= 10 - 14 Emps. 
6= 15 - 19 Emps. 
7= 20 - 24 Emps. 
8= 25 - 29 Emps. 
9= 30 - 49 Emps. 
10 = 50 - 99 Emps. 
II= 100 - 249 Emps. 
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Table IX. 4.2: Variables Employed: Supplier Co-operative Propensity Logistic 
Regression Model (Deviation - First) 
Variable Description Internal Code & Label 
CO_COMPE Has the respondent co-operated with 0= Have not co-operated 
competitors? I= Have co-operated 
CO_CONSU Has the respondent co-operated with 0= Have not co-operated 
consultants? I= Have co-operated 
CO_CUSTO Has the respondent co-operated with 0= Have not co-operated 
customers I= Have co-operated 
CO-SUPPL Has the respondent co-operated with 0= Have not co-operated 
suppliers? I= Have co-operated 
D4 I am able to generate lots of ideas when I need I= Somewhat 
to 2= Moderately So 
3= Very Much So 
D24 I believe that whether a business is successful I= Somewhat 
or not is largely a result of luck 2 =Moderately So 
3= Very Much So 
D29 I tend to reject the advice and guidance of I= Somewhat 
others 2= Moderately So 
3= Very Much So 
D33 I believe it is difficult for me to control what I= Somewhat 
happens in my business 2= Moderately So 
3= Very Much So 
D36 If there is a risk involved in a decision or I= Somewhat 
course of action I believe it is necessary to 2= Moderately So 
have a contingency plan 3= Very Much So 
Bustype Type of business the respondent operates I= Manufacturing 
2= Service Sector 
EmployN2 How many employees does the firm retain ? I=3-5 Emps. 
2=6-7 Emps. 
3=8-9 Emps. 
4= 10 - 14 Emps. 
5= 15 - 19 Emps. 
6= 20 - 24 Emps. 
7= 25 - 29 Emps. 
8= 30 - 49 Emps. 
9= 50 - 99 Emps. 
10 = 100 - 249 Emps. 
II= 250 - 3500 Emps. 
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Supplier Co-operative Propensity Model (Deviation - Last) 
-2 Log Likelihood 308.500 
Goodness of Fit 270.262 
Chi-Square df Significance 
model Chi-Square 80.761 4 . 0000 
Improvement -14.688 11 . 19'72 
Note: A negative Chi-Square value indicates that the Chi-Square 
value has d ecreased from the previous step. 
Classification Table for CO-STJPPL 
Predicted 
No Yes Percent Correct 
N 
observed 
No N ill 25 81.62% 
Yes Y 56 89 61.38% 
overall 71.17% 
------------ ----------- Variables in the Equation - ------- -------- -------- 
variable B S. E. Wald df Sig R. Exp(B) 
CO_DISTR 2.0004 . 3710 29.0642 1 . 0000 . 2637 7.3917 
CO_CUSTO 1.5927 . 3055 27.1812 1 . 0000 . 2543 4.9168 
BUSTYPE 16.7654 2 . 0002 . 1811 
BUSTYPE(l) . 8207 . 5543 2.1918 1 . 1387 . 0222 2.2721 
BUSTYPE(2) -1.0089 . 3257 9.5944 1 . 0020 -. 1397 . 3646 
Constant -4.3792 . 6809 41.3648 1 . 0000 
------------ ----- Model if Term Removed --- -------- ------- 
Term Log Signif icance 
Removed Likelihood -2 Log LR df of Log LR 
CO_DISTR -172.295 36.090 1 . 0000 
CO_CUSTO -169.533 30.565 3. . 0000 
BUSTYPE -163.432 18.365 2 . 0001 
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--------------- Variables not in the Equation ----------------- 
Residual Chi Square 30.845 with 25 df Sig = . 1942 
Variable Score df Sig R 
CO-COMPE 1.1830 1 . 2767 . 0000 
CO_CONSU . 3214 1 . 5708 . 0000 
D4 4.3880 3 . 2225 . 0000 
D4(1) . 0082 1 . 9279 . 0000 
D4(2) . 9821 1 . 3217 . 0000 
D4(3) . 0859 1 . 7694 . 0000 
D24 3.4907 3 . 3220 . 0000 
D24(l) 1.8434 1 . 1745 . 0000 
D24(2) . 2352 1 . 6277 . 0000 
D24(3) . 6287 1 . 4278 . 0000 
D33 4.6124 3 . 2025 . 0000 
D33(1) 4.2756 1 . 0387 . 0765 
D33(2) . 0158 1 . 9000 . 0000 
D33(3) . 0020 1 . 9646 . 0000 
D36 4.0488 3 . 2562 . 0000 
D36(1) 1.2487 1 . 2638 . 0000 
D36(2) 3.0142 1 . 0825 . 0510 
D36(3) 1.1478 1 . 2840 . 0000 
EMPLOYN2 14.5914 11 . 2020 . 0000 
EMPLOYN2(1) . 0008 1 . 9774 . 0000 
EMPLOYN2(2) 3.5134 1 . 0609 . 0624 
EMPLOYN2(3) . 0013 1 . 9714 . 0000 
EMPLOYN2(4) 4.4772 1 . 0343 . 0798 
EMPLOYN2(5) . 0045 1 . 9466 . 0000 
EMPLOYN2(6) . 5368 1 . 4638 . 0000 
EMPLOYN2(7) 1.0898 1 . 2965 . 0000 
EMPLOYN2(8) . 3970 1 . 5286 . 0000 
EMPLOYN2(9) 2.2515 1 . 1335 . 0254 
EMPLOYN2(10) . 6179 1 . 4318 . 0000 
EMPLOYN2(11) 2.4862 1 . 1148 . 0353 
No more variables can be deleted or added. 
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Supplier Co-operative Propensity Model (Deviation - First) 
-2 Log Likelihood 308.500 
Goodness of Pit 270.262 
Chi-Square df Significance 
Model Chi-Square 80.761 4 . 0000 
Improvement -14.688 11 . 1972 
Note: A negative Chi-Square value indicates that the Chi-Square 
value has d ecreased from the previous step. 
Classification Table for CO_SUPPL 
Predicted 
No Yes Percent Correct 
N Y 
observed 
No N ill 25 81.62% 
Yes Y 56 89 61.38% 
overall 71.17% 
----------- ------------ Variables in the Equation - ------- -------- -------- 
Variable B S. E. Wald df Sig R Exp(B) 
CO_DISTR 2.0004 . 3710 29.0642 1 . 0000 . 2637 7.3917 
CO_CUSTO 1.5927 . 3055 27.1812 1 . 0000 . 2543 4.9168 
BUSTYPE 16.7654 2 . 0002 . 1811 
BUSTYPE(l) -1.0089 . 3257 9.5944 1 . 0020 -. 1397 . 3646 
BUSTYPE(2) . 1882 . 3073 . 3751 1 . 5403 . 0000 1.2071 
Constant -4.3792 . 6809 41-3648 1 . 0000 
----------- ------ Model if Term Removed --- -------- ------- 
Term Log signif icance 
Removed Likelihood -2 Log LR df of Log LR 
CO_DISTR -172.295 36.090 1 . 0000 
CO_CUSTO -169.533 30.565 1 . 0000 
BUSTYPE -163.432 18.365 2 . 0001 
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--------------- Variables not in the Equation ----------------- 
Residual Chi Square 30.845 with 25 df Sig = . 1942 
Variable Score df Sig R 
CO-COMPE 1.1830 1 . 2767 . 0000 
CO-CONSU . 3214 1 . 5708 . 0000 
D4 4.3880 3 . 2225 . 0000 
D4(I) 3.6911 1 . 0547 . 0659 
D4(2) . 1835 1 . 6684 . 0000 
D4(3) . 0082 1 . 9279 . 0000 
D24 3.4907 3 . 3220 . 0000 
D24(1) . 3291 1 . 5662 . 0000 
D24(2) 2.8050 1 . 0940 . 0455 
D24(3) 1.8434 1 . 1745 . 0000 
D33 4.6124 3 . 2025 . 0000 
D33(1) 1.5083 . 2194 . 0000 
D33(2) 2.4174 1 . 1200 . 0327 
D33(3) 4.2756 1 . 0387 . 0765 
D36 4.0488 3 . 2562 . 0000 
D36(1) 2.7947 1 . 0946 . 0452 
D36(2) . 5883 1 . 4431 . 0000 
D36(3) 1.2487 1 . 2638 . 0000 
EMPLOYN2 14.5914 11 . 2020 . 0000 
EMPLOYN2(1) 2.0448 1 . 1527 . 0107 
EMPLOYN2(2) . 0000 1 . 9961 . 0000 
EMPLOYN2(3) 2.4749 1 . 1157 . 0349 
EMPLOYN2(4) . 0048 1 . 9446 . 0000 
EMPLOYN2(5) . 2860 1 . 5928 . 0000 
EMPLOYN2(6) . 5635 1 . 4529 . 0000 
EMPLOYN2(7) . 1837 1 . 6682 . 0000 
EMPLOYN2(8) 1.3678 1 . 2422 . 0000 
EMPLOYN2(9) . 3771 1 . 5392 . 0000 
EMPLOYN2(10) . 9344 1 . 3337 . 0000 
EMPLOYN2(11) . 0008 1 . 9774 . 
0000 
No more variables can be deleted or added. 
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JX-6 COnSUltant 
-Co-operation - 
Chi-square relationships and logi-sitic regression 
model construction 
Table IX. 6.1 below acts as a summary of significant consultant co-operation chi-square 
contingency table results. As has already been argued, although they are not discussed 
here, an awareness of them may assist future researchers who seek to investigate the 
different types of co-operation in greater depth at the uni-variate level. 
Table IX. 6.1 - Consultant Co-operation - Uni-variate results 
Variable Degrees 
of 
Freedom 
Nlinimurn 
Expected 
Freauencv 
Number of cells 
with less than S 
entries 
Number of 
Nfissing 
observations 
Correlation 
Significance 
Al E- Inherited Business 1 15.697 0 0 . 08905 
AIF- Manager/Owner 1 4.632 1 of 4 (25.0%) 0 . 00114 
A2A: Business Club 1 9.264 0 0 . 00332 
A2B: Chamber of Comm. 1 20.586 0 0 . 01859 Competitor Co-op. 1 23.674 0 0 . 00203 
Customer Co-op. 1 39.371 0 0 . 00818 
Distributor Co-op. 11 19.557 0 0 . 00009 
Supplier Co-op. 1 38.857 0 0 . 01179 
D2: Seek out and listen to 
opinions of others 
3 7.208 0 4 . 02135 
D4: Generate ideas when need to 3 0.775 2 of 8 (25.0%) 5 . 09625 
D5: Many bus opportunities to 
take advantage of 
3 0.258 2 of 8 (25.0%) 5 . 01613 
DIO* work myself 3 4.907 1 of 8 (12.5%) 5 . 05374 
D 19: Uncomfortable with running 
a business 
3 2.814 2 of 8 (25.0%) 6 . 04573 
D32: able to assess changes in the 
environment 
3 4.120 1 of 9 (12.5 %) 8 . 07411 
D36: Contingency plan where risk 
exists 
3 1.309 2 of 8 (25.0%) 9 . 03085 
County 10 0.262 
1 
11 of 22 
(50.0%) 
6 
. 03287 
EmployN2 Ii F 3 of 24 (12.5% 
N 
10 
. 02957 Memberl 4 1 0.772 3 of 10 (30.0% l 0 . 00781 
Tables IX. 6.2 and IX. 6.3 below, as was the case with the models that were discussed earlier 
in this chapter list the variables entered into the model at the first stage, and their respective 
names, descriptors, internal codes and labels. Table IX. 6.2 is used to indicate the model's 
internal code when the last point on a categorical scale is used as the reference point 
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(deviation-last). Table IX. 6.3 fulfils the same role when the first point on a categorical 
scale is used as the reference point (deviation - first). 
Antecedent variables that remain in the consultant co-operative logistic regression model 
when no other variables can be deleted are listed with their respective standardised 
exponent beta scores in the main body of this text. 
Table IX. 6-2: Variables Employed: Consultant Co-operative Propensity Logistic 
Regression Model (Deviation - Last) 
Variable Description Internal Code & Label 
AIE Inherited or took over family business 0= Yes 
I =No 
AIF Manage business not a shareholder 0= Yes 
I =No 
A2A Is the respondent a member of a business club? 0= Member 
I= Non-member 
A2B Is the respondent a member of a chamber of 0= Member 
Commerce? I= Non-member 
CO_COMPE Has the respondent co-operated with 0= Have not co-operated 
competitors? I= Have co-operated 
CO_CONSU Has the respondent co-operated with 0= Have not co-operated 
consultants? I= Have co-operated 
CO_CUSTO Has the respondent co-operated with 0= Have not co-operated 
customers I= Have co-operated 
CO_SUPPL Has the respondent co-operated, with 0= Have not co-operated 
suppliers? I= Have co-operated 
D2 I actively seek out other people and listen to I= Not at All 
what they have to say about running a business 2= Somewhat 
3= Moderately So 
D4 I am able to generate lots of ideas when I need I= Somewhat 
to 2= Moderately So 
DS In the world of business I believe there are I= Not at All 
many opportunities to take advantage of 2= Somewhat 
3= Moderately So 
DIO I am more suited to working for myself and I= Not at All 
running my own business than working for 2= Somewhat 
someone else 3= Moderately So 
D19 I am uncomfortable with the idea of running I= Not at All 
my own business 2= Somewhat 
3= Moderately So 
D32 I am able to assess changes in the economic I= Not at All 
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and social environment which could provide 2= Somewhat 
opportunities for my business 3= Moderately So 
D36 If there is a risk involved in a decision or I =Not at All 
course of action I believe it is necessary to 2= Somewhat 
have a contingency plan 3= Moderately So 
County County in which the respondents fim is based I= Avon 
2= Cornwall 
3= Devon 
4= Dorset 
5= Somerset 
6= Wiltshire 
7=S. Glamorgan 
8= Gloucestersire 
9= Oxfordshire 
EmployN2 How many employees does the firm retain ?I=0-2.99 Emps. 
2=3-5 Emps. 
3=6-7 Emps. 
4=8-9 Emps. 
5= 10 - 14 Emps. 
6= 15 - 19 Emps. 
7= 20 - 24 Emps. 
8= 25 - 29 Emps. 
9= 30 - 49 Emps. 
10 = 50 - 99 Emps. 
II= 100 - 249 Emps. 
Memberl How many groups is the respondent a member I=0 group 
of ?2=I groups 
3=2 groups 
4=3 groups 
Table IX. 6.3: Variables Employed: Consultant Co-operative Propensity Logistic 
Regression Model (Deviation - First) 
Variable Description Internal Code & Label 
AIE Inherited or took over family business 0= Yes 
I =No 
AlF Manage business not a shareholder 0= Yes 
I =No 
A2A Is the respondent a member of a business club? 0= Member 
I= Non-member 
A2B Is the respondent a member of a chamber of 0= Member 
commerce? I= Non-member 
CO-COMPE Has the respondent co-operated with 0= Have not co-operated 
competitors? I= Have co-operated 
CO-CONSU Has the respondent co-operated with 0= Have not co-operated 
consultants? I= Have co-operated 
CO-CUSTO Has the respondent co-operated with 0= Have not co-operated 
customers I= Have co-operated 
CO-SUPPI, Has the respondent co-operated with 0= Have not co-operated 
suppliers? I= Have co-operated 
D2 I actively seek out other people and listen to I =Somewhat 
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what they have to say about running a business 2= Moderately So 
3= Very Much So 
D4 I am able to generate lots of ideas when I need I= Somewhat 
to 2= Moderately So 
3= Very Much So 
D5 In the world of business I believe there are I= Somewhat 
many opportunities to take advantage of 2= Moderately So 
3= Very Much So 
DIO I am more suited to working for myself and I= Somewhat 
running my own business than working for 2= Moderately So 
someone else 3= Very Much So 
D19 I am uncomfortable with the idea of running I= Somewhat 
my own business 2= Moderately So 
3= Very Much So 
D32 I am able to assess changes in the economic I= Somewhat 
and social environment which could provide 2= Moderately So 
opportunities for my business 3= Very Much So 
D36 If there is a risk involved in a decision or I= Somewhat 
course of action I believe it is necessary to 2= Moderately So 
have a contingency plan 3= Very Much So 
County County in which the respondents firm is based I= Cornwall 
2= Devon 
3= Dorset 
4= Somerset 
5= Wiltshire 
6=S. Glamorgan 
7= Gloucestersire 
8= Oxfordshire 
9= Gwent 
ErnployN2 How many employees does the firm retain ?I=3-5 Emps. 
2=6-7 Emps. 
3=8-9 Emps. 
4= 10 - 14 Emps. 
5= 15 - 19 Emps. 
6= 20 - 24 Emps. 
7= 25 - 29 Emps. 
8= 30 - 49 Emps. 
9= 50 - 99 Emps. 
10 = 100 - 249 Emps. 
II= 250 - 3500 Emps. 
Memberl How many groups is the respondent a member II groups 
of ?22 groups 
33 groups 
44 groups 
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Consultant Co-operative Propensity Model (Deviation - Last) 
-2 Log Likelihood 132.687 
Goodness of Fit 118.138 
Chi-Square df Significance 
Model Chi-Square '71.037 23 . 0000 
Improvement -15.156 11 . 1755 
Note- A negative Chi-Square value indicates that the Chi-Square 
value has decreased from the previous step. 
Classification Table for CO_CONSU 
Predicted 
No Yes Percent Correct 
Ny 
observed 
No N 55 17 76.39% 
Yes Y 20 55 73.33% 
overall 14.83% 
Variables in the Equation 
Variable B S. E. Wald df Sig R Exp(B) 
AlF -1.8367 . 9783 3.5247 1 . 0605 -. 0865 . 1593 
CO_SUPPL 1.1860 . 4636 6.5446 1 . 0105 . 1494 3.2741 
D2 9.6663 3 . 0216 . 1342 
D2(l) . 9838 . 6886 2.0416 1 . 1530 . 0143 2.6747 
D2(2) -. 4282 . 3748 1.3052 1 . 2533 . 0000 . 6517 
D2(3) -1.1466 . 3978 8.3066 1 . 0040 -. 1759 . 3177 
D4 8.0068 2 . 0183 . 1402 
D4(l) -1.3943 . 4933 7.9884 1 . 0047 -. 1714 . 2480 
D4(2) . 6832 . 3322 4.2290 
1 . 0397 . 1046 1.9803 
D19 2.2477 3 . 5226 . 0000 
D19(1) 5.3749 19.6714 . 0747 1 . 7847 . 0000 215.9141 
D19(2) 6.3966 19.6698 . 1058 1 . 74 50 . 0000 599.8034 
D19(3) -18.0983 58.9931 . 0941 1 . 7590 . 0000 . 0000 
COUNTY 5.2915 9 . 8082 . 0000 
COUNTY(l) -. 3064 25.6786 . 0001 1 . 9905 . 0000 . 7361 
COUNTY(2) -. 1008 25.6772 . 0000 1 . 9969 . 0000 . 9041 
COUNTY(3) . 4494 25.6768 . 0003 1 . 9860 . 0000 1.5674 
COUNTYM -. 4254 25.6871 . 0003 1 . 9868 . 0000 . 6535 
COUNTY(5) -8.8811 44.0237 . 0407 1 . 8401 . 0000 . 0001 
COUNTYM . 7484 25.6897 . 0008 1 . 9768 . 
0000 2.1135 
COUNTYM -10.4640 149.1484 . 0049 1 . 9441 . 0000 . 0000 
COUNTY(B) 1.9695 25.6924 . 0059 1 . 9389 . 0000 7.1668 
COUNTY(9) 9.9653 94.5404 . 0111 1 . 9161 . 0000 21274.72 
MEMBERI 9.7868 4 . 0442 . 0937 
MEMBER1(1) -4.2443 12.2784 . 1195 1 . 7296 . 0000 . 0143 
MEMBER1(2) -4.2890 12.2707 . 1222 1 . 7267 . 0000 . 0137 
MEMBER1(3) -2.76'70 12.2750 . 0508 1 . 8217 . 0000 . 0629 
MEMBER1(4) -1.8172 12.3116 . 
0218 1 . 8827 . 0000 . 1625 
Constant -. 0323 28.9649 . 0000 1 . 9991 
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Model if Term Removed 
Term Log Significance 
Removed Likelihood -2 Log LR df of Log LR 
AlF -68.473 4.260 1 . 0390 CQ_SUPPL -69.845 7.003 1 . 0081 D2 -71.794 10.900 3 . 0123 134 -70.992 9.297 2 . 0096 D19 -73.433 14.180 3 . 002*7 COUNTY -74.024 15.362 9 . 0815 MEMBER1 -75.318 17.948 4 . 0013 
--------------- Variables not in the Equation ----------------- 
Residual Chi Square 26.365 with 29 df Sig . 6059 
Variable Score df Sig R 
AlE 1.5255 2 
. 2168 . 0000 
A2A 1.2174 1 
. 2699 . 0000 
A2B . 0666 1 . 7963 . 0000 
CO-COMPE , 0018 1 . 9657 . 0000 
CO_DISTR 1.7990 1 
. 1798 . 0000 
CO_. CUSTO . 0024 1 . 9612 . 0000 
D5 . 5083 3 . 9171 . 0000 
D5(l) . 0376 1 . 8463 . 0000 
D5(2) . 0196 1 . 8886 . 0000 
D5(3) . 1819 1 . 6697 . 0000 
D10 . 1937 3 . 9786 . 0000 
MOM . 1070 1 . 7436 . 0000 
D10(2) . 0080 1 . 9289 . 0000 
D10(3) , 0697 1 . 7918 . 0000 
D32 2 5275 3 . 4703 . 0000 
D32(l) 2 1347 1 . 1440 . 0257 
D32(2) 1.7327 1 . 1881 . 0000 
D32(3) , 4164 1 . 5188 . 0000 
D36 3.8956 3 . 2730 . 0000 
D36(l) . 5062 1 . 4768 . 0000 
D36(2) . 1613 1 . 6880 . 0000 
D36(3) * 0279 1 . 8673 . 0000 
EMPLOYN2 14 , 5953 11 . 2018 . 0000 
EMPLOYN2(1) 1.9270 1 . 1651 . 0000 
EMPLOYN2(2) . 0054 1 . 9413 . 0000 
EMPLOYN2(3) . 5269 1 . 4679 . 0000 
EMPLOYN2(4) 3.2386 1 . 0719 . 0'780 
EMPLOYN2(5) . 7139 1 . 3982 . 0000 
EMPLOYN2(6) 3.7339 1 . 0533 . 0923 
EMPLOYN2(7) 5.6641 1 . 0173 . 1341 
EMPLOYN2(8) . 4857 1 . 4858 . 0000 
EMPLOYN2(9) 1.0206 1 . 3124 . 0000 
EmPLOY92(10) . 0302 1 . 8620 . 0000 
EMPLOYN2(11) . 7390 1 . 3900 . 0000 
No more variables can be deleted or added. 
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Consultant Co-operative Propensity Model (Deviation - First) 
-2 Log Likelihood 132.687 
Goodness of Fit 118.138 
Chi-Square df Significance 
Model Chi-Square 71.037 23 . 0000 
Improvement -15.156 11 . 1755 
Note: A negative Chi-Square value indicates that the Chi-Square 
value has decreased from the previous step. 
Classification Table for CO-CONSU 
Predicted 
No Yes Percent Correct 
Ny 
observed 
No N 55 17 "76.39% 
Yes Y 20 55 73.33% 
overall 74.83% 
----------------------- Variables in the Equation ------------------------ 
Variable B S. E. Wald df Sig R Exr)(B) 
AlF -1.8367 . 9783 
CO-SUPPL 1.1860 . 4636 
D2 
D2(1) -. 4282 . 3748 
D2(2) -1.1466 . 3978 
D2(3) . 5909 . 4802 
V4 
D4(1) . 6832 . 3322 
D4(2) . 7112 . 3558 
D19 
D19(l) 6.3966 19.6698 
D19(2) -18.0983 58.9931 
D19(3) 6.3268 19.6812 
COUNTY 
COUNTY(l) -. 1008 25.6772 
COUNTY(2) . 4494 25.6768 
COUNTY(3) -. 4254 25.6871 
COUNTYM -8.8811 44.0237 
COUNTY(5) . 7484 25.6897 
COUNTY(6) -10.4640 149.1484 
COUNTYM 1.9695 25.6924 
COUNTY(S) 9.9653 94.5404 
COUNTY(9) 7.0451 149.1529 
MEMBER1 
MEMBER1(1) -4.2890 12.2707 
MEMBERIM -2.7670 12.2750 
MEMBERIM -1.8172 12.3116 
MEMBER1(4) 13.1174 49.0623 
Constant -. 0323 28.9649 
3.5247 1 . 0605 -. 0865 . 1593 6.5446 1 . 0105 . 1494 3.2741 9.6663 3 . 0216 . 1342 
1.3052 1 . 2533 . 0000 . 6517 8.3066 1 . 0040 -. 1759 . 3177 1.5141 1 . 2185 . 0000 1.8057 8.0068 2 . 0183 . 1402 4.2290 1 . 0397 . 1046 1.9803 3.9950 1 . 0456 . 0990 2.0362 2.2477 3 . 5226 . 0000 
. 1058 1 . 7450 . 0000 599.8034 
. 0941 1 . 7590 . 0000 . 0000 
. 1033 1 . 7479 . 0000 559.3899 5.2915 9 . 8082 . 0000 
. 0000 1 . 9969 DOOO . 9041 
. 0003 1 . 9860 . 0000 1.5674 
. 0003 1 . 9868 . 0000 . 6535 
. 0407 1 . 8401 . 0000 . 0001 
. 0008 1 . 9768 . 0000 2.1135 
. 0049 1 . 9441 . 0000 . 0000 
. 0059 1 . 9389 . 0000 7.1668 
. 0111 1 . 9161 . 0000 21274.72 
. 0022 1 . 9623 . 0000 1147.264 9.7868 4 . 0442 . 0937 
. 1222 1 . 7267 . 0000 . 0137 
. 0508 1 . 8217 . 0000 . 0629 
. 0218 1 . 8827 . 0000 . 1625 
. 0715 1 . 7892 . 0000 497543.4 
. 0000 1 . 9991 
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Model if Term Removed 
Term Log Significance 
Removed Likelihood -2 Log LR df of Log LR 
AlF -68.473 4.260 1 . 0390 CO_SUPPL, -69.845 7.003 1 . 
0081 
D2 -71.794 10.900 3 . 0123 D4 -70.992 9.297 2 . 0096 D19 -73.433 14.180 3 . 0027 COUNTY -74.024 15.362 9 . 
0815 
MEMBERI. -75.318 17.948 4 . 0013 
--------------- Variables not in the Equation ----------------- 
Residual Chi Square 26.365 with 29 df Sig . 6059 
Variable Score df Sig R 
AlE 1.5255 1 . 2168 . 0000 
A2A 1.2174 1 . 2699 . 0000 
A2B . 0666 1 . 7963 . 0000 CO-COMPE . 0018 1 . 9657 . 0000 CO_DISTR 1.7990 1 . 1798 . 0000 
CO_CUSTO . 0024 1 . 9612 . 0000 D5 . 5083 3 . 9171 . 0000 DSM . 2893 1 . 5906 . 0000 D5(2) . 3631 1 . 5468 . 0000 
D5(3) . 
0376 1 . 8463 . 0000 
D10 . 
1937 3 . 9786 . 0000 
DIOM . 0888 1 . 7657 . 0000 
D10(2) . 
0072 1 . 9326 . 0000 
DIOM . 1070 1 . 7436 . 0000 
D32 2.5275 3 . 4703 . 0000 
D32(l) . 0739 1 . 7857 . 0000 
D32(2) . 0805 1 . 7*766 . 0000 
D32(3) 2.1347 1 . 1440 . 0257 
D36 3.8956 3 . 2730 . 0000 
D36(l) 2.4486 1 . 1176 . 0469 
D36(2) . 1665 1 . 6833 . 0000 
D36(3) . 5062 1 . 4768 . 0000 
EMPLOYN2 14.5953 11 . 2018 . 0000 
EmPLOYN2(l) . 9626 1 . 3265 . 0000 
EmPLOYN2(2) . 3689 1 . 5436 . 0000 
EmPLOYN2(3) . 1312 1 . 7171 . 0000 
EMPLOYN2(4) . 0766 1 . 7819 . 0000 
EMPLOYN2(5) . 2299 1 . 6316 . 0000 
EMPLOYN2(6) . 5789 1 . 4467 . 0000 
EmPLOYN2(7) . 1814 1 . 6702 . 0000 
EMPLOYN2(8) 3.0688 1 . 0798 . 0724 
EMPLOYN2(9) 1.0709 1 . 3007 . 0000 
EMPLOYN2(10) . 5799 1 . 4464 . 0000 
EmPLOYN2(11) 1.9270 1 . 1651 . 0000 
No more variables can be deleted or added. 
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IX. 7 Co-operative Success - Uni-variate Results and Discussion 
IX. 7.1 Recoding of the B5 - Co-operative success variable 
Given that multivariate, analysis discussed in the main body of the text did not result in a 
useable model the recoded logistic regression co-operative success variable (B5_ALT) was 
discarded in favour of one which did not aggregate the data to the same level. As no 
additional benefit was to be derived from using a variable (the B5_ALT) which aggregated 
data into two as opposed to the more defensible three categories which presented 
themselves when aggregating the scale. The recoded dichotomous variable which was 
required for logistic regression analysis (in which the original five point likert scale was 
recoded into 1: "Highly successful / successful" and 2: "Neither successful / unsuccessful 
or Unsuccessful / Highly unsuccessful") was therefore rejected in favour of the three 
pointed scale which consisted of-. "Highly succes. Sful / successful", "Neither successful / 
unsuccessful" and "Unsuccessful / Highly unsuccessful". 
IX. 7.2 Non-attitudinal variables 
No significant differences were noted between respondents' personal or firm 
demographics, their motive for establishing their business or the business groups to which 
they were attached and the success of their co-operative activities. Surprisingly it made no 
difference whether individuals were initially driven to start their firm as a reaction to 
unemployment, or a result of identifying an opportunity in the market. Similarly, members 
of business clubs and other business related groups were no more likely to indicate that 
their co-operative activities as a whole had been successful, than those individuals who 
were not affiliated to such groups. Demographic characteristics such as respondcnt or firm 
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age also had no affect on the level of co-operative success that a respondent was likely to 
enjoy. 
Although results presented here support earlier research which has suggested that 
approximately seventy percent of co-operative agreements can be categorised as informal 
(or in the terminology of this research non-legal agreements), there is no evidence to M 
suggest that informal / non-legal or formal legal agreements enjoy greater co-operative 
success (p. =0.39161). A network broker or manager approach then which is biased either 
towards legal or non-legal agreements is acting only to limit the number of potentially 
successful networks or co-operative groups which might otherwise be established. 
Network brokers and managers should bear this finding in mind when seeking to foster and 
develop co-operative relationships, and should approach their prospects with an open mind 
as to the way in which co-operative relations should be managed. In short an approach 
which reacts to the needs of the client base would appear to be more appropriate than one 
which seeks to force all participants into a preferred mode of management. 
A significant relationship was also identified between variables B4 (whether the co- 
operative agreement was initially motivated by long term, medium term or short term 
needs) and 135ýNEW. Although there was little or no difference between observed and 
expected values in terms of individuals responses at the negative end of the B5_NEW 
scale, a significant relationship between the variables was noted for the neutral and positive 
positions. Individuals who indicated that they were initially motivated by long term needs 
were more likely than expected to indicate that their co-operative activities had been 
successful, and were less likely to indicate that they had been "neither successful or 
unsuccessful". Although there was little difference between observed and expected values 
for respondents who indicated that they were motivated by medium term needs, these 
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individuals were still slightly less likely to indicate that their co-operative relations had 
been successful, and slightly more likely to indicate that they had been "neither successful 
or unsuccessful". Respondents who indicated that they had been motivated principally by 
short term needs were less likely than expected to indicate that the agreement had been 
successful, and more likely to indicate that it had been "neither successful or unsuccessful" 
or "unsuccessful". Actors seeking to maximise co-operative success in the networks and 
groups they establish or run would be well advised (if these results are supported by future 
research) to select individuals who are joining as a means of solving or satisfying long or 
medium term needs. 
None of the demographic variables included in the questionnaire as measures of either firm 
or respondent characteristics were significantly related to co-operative success. Significant 
relationships were however identified for a number of the attitudinal measures included in 
the Durham Business School Personality Instrument. Each of these relationships will be 
discussed in turn. 
IX. 7.3 Attitudinal variables 
Twelve significant relationships between owner-manager's attitudes and their perception of 
co-operative success were identified at the uni-variate level, each of these will now be 
discussed in turn. 
IX. 7.3.1 D4 by B5 NEW 
Analysis of the contingency table produced by cross-tabulating variables D4 ("I am able to 
generate lots of ideas when I need to") and B5_NEW would appear to suggest that there is 
a direct relationship between the extent to which respondents feel able to agree with 
statement D4 and the co-operative success they enjoyed. Respondents were more likely to 
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indicate that their co-operative activities had been successful if they had indicated strong 
agreement with the statement (i. e. "Very much so") than if they had not. Conversely. 
respondents who indicated lower level agreement or non-agreement were more likely to 
suggest that their co-operative activities on the whole could be described as "neither 
successful or unsuccessful", "unsuccessful / highly unsuccessful". 
This finding would appear to suggest either that individuals who are more creative (or 
more able to generate ideas) have a greater probability of experiencing co-operative 
success, or, that individuals who experience co-operative success are more likely to 
consider themselves as being creative (possibly by superimposing solutions that they have 
derived from others through their co-operative activities onto themselves). The exact 
nature and direction of this relationship will need to tested and determined through further 
research. 
IX. 7.3.2 D5 by B5 NEW 
The relationship identified between statement D5 ("In the world of business I believe there 
are many opportunities to take advantage of') and B5_NEW (co-operative success) 
suggests that an individual is more likely to enjoy co-operative success, as was the case for 
D4 by B5-NEW, where they indicate strong agreement (i. e. "Very much so") with the 
statement, than where they do not. This would appear to suggest, either that respondents 
who enjoy co-operative success believe that a number of business opportunities exist and it 
is simply a matter of capitalising on them, with these opportunities extending to encompass 
co-operation amongst their number. Or, that individuals who enjoy co-operative success 
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are more likely to believe as a result of the benefits accrued to them, that opportunities 
exist for all, it is simply a question of making the most of them. 
IX. 7.3.3 D14 by B5 NEW 
The relationship (if there is one) between variables D14 ("When I see an opportunity for 
my business I am able to take advantage of it") and B5_NEW is a complex one. 
Differences between observed and expected values for respondents who indicated "Not at 
all" or "Very much so" in relation to this statement were so minor as to be dismissible. 
Significant deviations away from expected values were evident though for the "Somewhat" 
and "Moderately so" scale positions. Respondents who indicated "SomewhaC' in relation 
to statement D14 were less likely to be indicate that on the whole their co-operative 
activities had been successful, and more likely to indicate either that they had not been, or 
that they were unable to decide one way or the other. 
It is only possible to speculate for the reasons for this relationship at this stage, it is only 
through further research that it will be possible for researchers to draw concrete 
conclusions with regard to the correlation which would appear to exist between statement 
D14 and variable 135-YEW. It is though conceivable that respondents who indicated "Not 
at all" believe that there is little they can do to generate business opportunities including 
those linked to their co-operative activities, and therefore do not put in the effort necessary 
to maximise co-operative success. Whereas individuals who highlighted the "Very much 
so" option perhaps consider that there are so many business opportunities available to them 
that it is not necessary to maximise the opportunities available to them through co- 
opcration. Respondents then who indicated "Somewhaf'realise that business opportunities 
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including co-operative ones are available to do them, but for some reason are unable to 
maximise their benefits they derive from them, and hence are more likely to have co- 
operative activities which could be described as neither success or unsuccessful, or 
unsuccessful. Individuals who indicate "Moderately so" perhaps realise that a number of 
business opportunities are available, but that those opportunities are not infinitc, and as a 
result they should seek to maximise the benefits they derive from them where ever they 
find them. Statement D14 could thus be considered as both a measure of the extent to 
which respondents believe business opportunities exist, and a measure of the level of effort 
they are prepared to put into realising and maximising these opportunities. To reiterate 
though such a conclusion on the basis of these results alone is largely conjecture. The 
relationship noted, if it is proven to be one, is complex, and as a result it is only through 
repeating the exercise using the same research instrument that it will be possible to draw 
concrete conclusions. 
IX. 7.3.4 D 16 by B5 NEW 
Although a significant relationship between statement D16 ("I know what position I want 
my products/services to occupy in the market place in the future") and B5_NEW was 
identified, there was little or no difference between observed and expected values for 
respondents who indicated they agreed "Somewhat" or "Not at all". Significant differences 
were identified though for the other two points on the scale ("Moderately so! ' and "Very 
much so"). Individuals who indicated "moderately so! ' were less likely than expected to 
categorise their co-operative activities as having been successful, and more likely than 
expected to have trouble placing them in either the successful or unsuccessful category, or 
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describe them as having been unsuccessful. Conversely, individuals who indicated strong 
agreement with the statement ("Very much so") were more likely to indicate that their co- 
operative activities had been successful, and less likely to indicate that they had not been 
SO. 
The reasons for this correlation are not readily apparent, the small number of respondents 
who indicated "Not at all" or "Somewhaf' in relation to this statement, three and twenty six 
respectively makes it difficult to do more than speculate about the nature of this 
relationship. Administration of the same research instrument a larger sample may well 
assist in clarifying this issue. It is though conceivable, that individuals, who lack a vision 
of where they want their company and its products to be in the future, are less likely to 
enjoy success of all types, including co-operative success. Whereas, those who have a 
clear vision of where their company and its products sit, and will sit in the market, have, 
and will have a clearer idea of what benefits they wish to gain from co-operation, and as a 
result will be more able to realise those benefits. 
IX. 7.3.5 D23 by B5- NEW 
The relationship identified between statement D23 ("I know how to convert opportunities 
into success") and B5_NEW is statistically significant at the ten percent level. However, 
despite the fact that observed values differ from expected values for nearly all cells, this 
relationship defies interpretation. 
IX. 7.3.6 D32 by B5 NEW 
A clearer relationship was evident between statement D32 ("I am able to assess changes in 
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the economic and social environment which provide opportunities for my business") and 
BS-NEW. The small number of respondents who highlighted "Not at all" (N=10) in 
relation to this statement, precludes any meaningful interpretation of results relating to this 
response category. Leaving the "Not at all" category aside, it is evident that respondents' 
perception of ability to assess changes in their macro-environment and the success of their 
co-operative activities are linked. Individuals who indicated "somewhat" were less likely 
to classify their co-operative activities as having been successful, and more likely to 
indicate that they were unable to decide one way or the other, or that their activities had 
actually been unsuccessful. Respondents who considered themselves more able to assess 
changes in their environment (i. e. those who indicated "moderately so" or "very much so"), 
were more likely than expected to categorise *their co-operative activities as having been 
successful, and less likely to use the neutral or negative points on the B5_NEW scale. 
This finding would appear to suggest that individuals who are able to scan their 
environment effectively are more likely to enjoy success in their co-operative activities. 
This result makes intuitive sense, as individuals who scan their macro-environment are 
more likely to succeed generally, it stands to reason that such individuals are just as likely 
to enjoy success when scanning the environment within a co-operative activity context. 
IX. 7.3.7 D34 by B5 NEW 
Examination of the contingency table relating to statement D34 ("I am unsure about the 
product / service range which is currently central to my business") reveals few differences 
between observed and expected values in terms of between responses offered by 
respondents who indicated their co-operative activities had been unsuccessful. Significant 
differences were however evident for respondents who indicated that their activities had 
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been either successful, or neither successful or unsuccessful. Individuals who stated "Not 
at all" in relation to D34 were more likely to indicate that their co-operative activities had 
been successful, and less likely to indicate that they had been "neither successful or 
unsuccessful". Conversely, respondents who selected any of the other categories on the 
D34 scale were less likely (than expected) to state that their co-operative activities had 
been successful, and were more likely to indicate that they had been "neither successful or 
unsuccessful". 
Possible reasons that present themselves for this behaviour are similar to those extended as 
explanations for the correlation between statement D16 and co-operative success 
(B5_NEW). Although like many of the contentions offered through this research it will be 
necessary to re-test the instrument using a different / larger data set, thus ensuring the 
relationship consistently exists and that it is not merely a mathematical anomaly, it is 
possiblc to draw provisional conclusions. The fact that an association was idcntified 
between both D 16 and D34, and the co-operative success variable would appear to suggest 
that individuals who lack a vision of where they want their company and its products to be 
in the future, are indeed less likely to enjoy success of all types, including co-operative 
success. Conversely, those who have a clearer vision of where they want their company 
and its products to be the market, have, a clearer idea of what benefits they wish to gain 
from co-operation, and as a result are more able to realise those benefits. 
It would though be wrong to suggest that D 16 and D34 are collecting the same information, 
as they are not. Both the reliability analyses outlined in Appendix IV and Pearson's chi- 
square test for significance indicate that a significant relationship does not exist between 
the two variables. In the absence of a better explanation for the relationships between the 
D16 and D23 statements and the B5_. NEW variable, the same explanation is extended for 
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both, although it is recognised. that the underlying motives for the noted behaviour may in 
fact be quite different. It is only through further research, in which the direction of the 
relationship and its cause are the focus, that it will be possible to draw concrete and 
unassailable conclusions. 
IX. 7.3.8 D36 by B5 NEW 
Despite the fact that a statistically significant relationship is identified between statement 
D36 ("If there is a risk involved in a decision or course of action I believe it is necessary to 
have a contingency plan") and B5-NEW (as was the case with statement D23), in which 
variations away from expected values existed for almost all cells in the contingency table, 
the relationship if there was one defied meaningful interpretation. If a relationship does 
exist between these variables, its complexity requires a more specific and detailed 
investigation or examination than that which can be provided here. 
This said, the fact that respondents who indicated that they believed it was necessary to 
formulate contingency plans when making a decision or pursuing a course of action with a 
high level of associated risk, were more likely than expected to indicate that their co- 
operative activities had been successful, and less likely to indicate either of the other 
positions. The existence (or possible existence) of such a relationship might have been 
expected, repetition of the study using a larger sample may therefore result in a contingency 
table in which a similar albeit clearer relationship is identified. 
IX. 7.3.9 D48 by B5 NEW 
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As might have been anticipated, a relationship was identified between statement D48 ("I 
have a strong need to achieve personal success through the performance of my business") 
and co-operative success (B5_NEW). Once again though, the correlation was more 
complex than a simple linear one. Although it is clear that individuals who indicated very 
strong agreement with the statement (i. e. "Very much so") were more likely than expected 
to participate in co-operative activities that they considered to be successful, and less likely 
to classify their activities in either of the other two categories, little else on the contingency 
table is clear. No clear pattern can be identified elsewhere within the table. 
The existence of a relationship between these two variables does though make intuitive 
sense. It stands to reason, that individuals who have a strong need for success in their 
general business activities are just as likely to have such a need in their co-operative 
activities. Further, it would seem reasonable that individuals who possess a higher need for 
achievement are more likely to be successful, and indeed this contention is supported by a 
wealth of theoretical and empirical literature in the mainstream personality psychology 0 
field (for example, McClelland, 1976 and McClelland & Winter, 1976). 
IX. 7.3.10 D52 by B5 NEW 
As with statements D16 and D34 discussed earlier in this chapter, a relationship exists 
between statement D52 ("I am not really sure what product I service to focus my attention 
upon and develop as the core of my business") and B5_NEW. The only difference being 
that the scale positions on D52 are reversed, so that it is respondents who disagree with the 
statement (i. e. "Not at all") who are more likely than expected to indicate that their co- 
operative activities have been on the whole successful. It is important though to remember 
that although a relationship exists between three of the variables initially included in the 
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Durham Business School Personality Instrument as measures of respondents vision, this 
does not prove that a relationship between respondent vision and co-operative success 
exists. As is indicated in the reliability analyses detailed in Appendix IV, the correlation 
between these items is poor (less than 0.5 in all cases), and the Pearson chi-square statistic 
indicates no relationship between these variables. As has already been argued then, these 
variables should be treated to all intensive purposes as measures of different personality 
dimensions or traits. The reasoning extended for this behaviour though, is the same as that 
extended for D16 by B5-NEW and D34 by B5-ýNEW. 
Individuals, who lack a vision or idea of where they want their company and its products to 
be in their market, are less likely to enjoy co-operative and indeed success of all types. 
Conversely, those who have a clearer vision of where they want their company and its 
products to be the market, have a clearer idea of which benefits they wish to gain from co- 
operation, and are as a result more able and likely to realise those benefits. 
IX. 7.3.11 D53 by B5- NEW 
Respondents who indicated strong agreement (i. e. "Very much so") with statement D53 ("I 
evaluate and judge different aspects of a decision / course of action in terms of risks 
involved") were more likely (than expected) to indicate that their co-operative activities 
had been successful, than respondents who indicated lesser or non-agreement. 
This finding would appear to suggest that individuals who consider their decisions and 
actions before making them are more likely to enjoy co-operative success. This result is 
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intuitively appealing, as it could have been anticipated that respondents who effectively 
look before they leap are less likely to encounter general or in this case co-operative 
hazards. 
IX. 7.3.12 D54 by B5 NEW 
An identical pattern to that noted for D53 by B5_NEW is evident for statement D54 ("If I 
have invested time and money and other resources in a particular course of action I will 
devote energy to seeing it through"). Once again, respondents who indicated strong (i. e. 
"Very much so") agreement with the statement were more likely (than expected) to enjoy 
co-operative success than those who did not. 
This result is not surprising if it is considered as what it is, a Crude measure of general 
commitment. Where individuals commit a large quantity of time or resources it is 
understandable that they will wish to maximise the benefit derived from their investment. 
Respondents' co-operative activities should be no different from their general business 
activities in this respect. 
IX. 7.4 Summary 
The preceding discussion of results has sought to identify some of the variables, which may 
well affect the level of co-operative success that a respondent can expect to enjoy. It was 
not possible to model the data using multivariate analysis, as no guarantees could be made 
as to the normality of the data, and as a result multivariate techniques such as discriminant 
analysis were precluded. An attempt at modelling the data using logistic regression 0 
analysis was made, but an explanatory model could not be produced. Individuals' 
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responses were therefore analysed at the uni-variate level using appropriate chi-square 
statistics. A recoded version of the co-operative success (B5) variable - B5_NEW was 
used. This had the advantage of aggregating the data to a level which acted to maintain the 
data meaning, whilst at the same time reducing the number of cells with a frequency of less 
than five to the lowest level. 
A number of significant uni-variate relationships were identified and discussed (a summary 
of which is presented in Table IX. 7.1 below). Evidence presented here, would appear to 
suggest that an individuals personality or attitudes may well have a significant affect on the 
level of co-operative success they can expect to achieve. Sin-fflarly, whether a respondent 
was initially pursued co-operation as a means of satisfying short term, medium term or 
long term needs would appear to affect the level of co-operative success actors can expect 
to enjoy. 
Table IX. 7.1 - Co-operative Success - Uni-variate results 
Variable Degrees Minimum Number of cells Number of Correlation 
of Expected with less than 5 Missing Significance 
Freedom Frequency entries observations 
B4 - Agreement initially 4 3.339 3 of 9 (33.3%) 83 0.00847 
motivated bv LT. MT or ST Need 
134: Generate ideas when need to 6 0.149 5 of 12 (41.7%) 85 0.05257 
135: Many bus opportunities to 6 0.050 5 of 12 (41.7%) 85 0.01314 
take advantape of 
D 14: able to take advantage of 6 0.050 6 of 12 (50.0%) 85 0.04074 
opportunities 
D16: know where wantproducts 6 0.149 7 of 12 (58.3%) 85 0.07773 
services to be in the market future 
D23: know how to convert 6 0.198 5 of 12 (41.7%) 85 0.06886 
opportunities into success 
D32: able to assess changes in the 6 0.455 5 of 12 (41.7%) 87 0.07816 
environment 
D34: unsure about product 6 0.181 7 of 12 (58.3%) 86 0.02780 
service which is central to the 
business 
D36: Contingency plan where risk 6 0.182 6 of 12 (50.0%) 87 0.00008 
exists 
D48: would rather work for 6 0.950 5 of 12 (41.7%) 86 0.08995 
someone else 
D52: not sure which prcWuct or 6 0.136 6 of 12 (50.0%) 86 0.00595 
service to concentrate attention on 
D53: evaluate courses of action in 6 0.271 6 of 12 (50.0%) 86 0.02353 terms of risks involved 
D54: see course of action through 4 0.498 3 of 9 (33.3%) 86 0.09945 
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APPENDIX X. 
Phase Two Frequency Results and Discussion 
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X-1 Frequencies 
The following appendix is used to present and discuss frequency results collected from the 
second phase of primary research as reported in the mainbody of this document. 
X. 1.1. Demographics and Background Information 
Initial analyses reveals the following demographic and background information: 
* The majority of respondents own the firm they manage (95.7%), only 4.3% of 
respondents could be said to be managers in the purest sense. 
e Of those respondents who identified the sector in which they operate (45.1% of all 
respondents did not complete this question) it appears that 95.7% of firms are operating in 
the service sector, with the remaining 4.3% indicating that their firm was manufacturing 0 
based. 
- In terms of location, respondents were found to be widely dispersed, with questionnaires 
being received from respondents based in thirty-eight counties. In a number of cases 
however, there was only one respondent based in the county. A significant number of 
replies were received from Sussex (18.4%), Devon (13.5%), Kent (9.4%), Cornwall 
(6.6%), Hampshire (6.1 %) and South Glamorgan (6.1 %). 
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* Although the sample was predominantly male (64.9%) a disproportionate number of 
female responses were elicited as one of the larger networks, the Women in Business group 
was comprised entirely of female business owners / managers. 
- Responses were recorded for all age categories from twenty through to sixty plus. The 
majority of respondents bowevcr, were aged forty to forty-nine (41.8%) or fifty to fifty-nine 
(34.8%). 
- Similar response variation was noted for firm turnover and profits, with responses being 
recorded for all turnover (ranging from El-; EIOOO through to E5 million plus) and profit 
(0% through to 100%) categories. Most finns though (53.2%) had a turnover of between 
thirty thousand and one n-ffllion. pounds and had average profit margins of twenty percent or 
less (74.2%). 
-A significant proportion of respondents (32%) were operating firms which were less than 
three years old, with 9% of respondents owning or managing start-ups firms. Most firms 
(58%) had been in business for less than ten years. It should however be noted that a 
substantial number had been operating for more than ten years, with some firms 
(approximately 3%) being over hundred years old. 
- In terms of employment most respondent firms (69%) could be categorised as micro- 
firms as they employed less than ten full time employees. Less than two percent of 
respondent firms could be classified as either medium sized or large firms. 
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- Despite the fact that many of the firms surveyed could be accurately classified as micro. - 
or small businesses a substantial number felt that they were competing for business within 
national (25.1 %) or international markets (27.2%). 
X. 1.2 Network 
-Attitudes 
The following section presents results relating to respondents' attitudes towards the 
network or its members. The thirty-six statements discussed here are taken from Section A 
of the questionnaire. In the interests of clarity they are aggregated here into five basic 
groupings: trust, commitment, network members, the macro-environment and general. 
Each of these groups and the statements relating to them are discussed in turn below. 
X. 1.2.1 Network Attitudes -Trust 
Results reported under this sub-heading refer to information collected using questions 
three, eight, thirteen, seventeen, twenty one, twenty six, twenty nine and thirty three. 
Statement A3 -I am by nature a trusting person. 
Most respondents considered themselves to be trusting individuals, over three quarters of 
all respondents agreed with the attitudinal statement outlined above. Nearly twenty three 
percent expressed strong agreement, with a further 52.6% indicating agreement. Of all 
respondents only 14.3% believed themselves to be untrusting by nature. 
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Statement Ag - When running my business I trust no one. 
The overwhelming majority of respondents did not agree with the statement that when 
running their business they trusted no one (89.3%). Only 2.0% and 8.7% of individuals 
returning the questionnaire indicated strong agreement or agreement respectively. 
Statement A13 -I trust network members far more than other business people I deal with. 
With regards to other network members one finds that only 34.5% of respondents trust 
network members more than other businesspeople they deal with. It should however be 
noted that a substantial number of respondents chose the neutral position of neither agree 
or disagree (41.7%). As a result of which only 2 1.1 % of respondents could be said to have 
disagreed with the statement outright. 
Statement A17 - My trust of other group members has increased significantly since we first 
met. 
Nearly thirty nine percent of respondents indicated that their trust in network members had 
actually increased over time. Once again a substantial number of respondents chose the 
neutral position of neither agree or disagree (50.8%). The more telling result therefore 
comes from the other end of the scale, where one finds that only 7.2% of respondents 
actually disagreed with the statement. 
215 
Statement A21 -I believe that network members as a whole are sincere and honest. 
Most respondents felt that their counterparts were honest and sincere (81.7%), only 2.4% of 
respondents indicated that they did not believe this to be the case. 
Statement A26 -I place greatest trust in those members of the network with whom I have 
had the most contact in the past. 
Trust by most accounts would appear to be experiential, with respondents tending to trust 
those members of the network with whom they have had the most contact in the past 
(63.5%). Of all respondents less than ten percent indicated that this was not the case. 
Statement A29 -I trust other members of the network to make important decisions that 
affect my firm, even when I am unable for some reason to make them myself. 
When it comes to operationalising their trust in other members, less than a third of 
respondents indicated they were prepared to trust others to make important decisions which 
affected their firm. This raises serious question over the way in which trust is interpreted, 
and the value of it if it is not being operational ised. Whether an individual is trustworthy 
or not ceases to be relevant if individuals are not prepared to operationalise their trust. 
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Statement A33 - If an individual or company is recommended by someone I trust I will 
consider the individual or firm as trustworthL. 
Over seventy percent of all respondents indicated that they would consider an individual or 
firm as being trustworthy if they were recommended by an individual whom they already 
trust. Less than ten percent of respondents disagreed with this statement. 
X. 1.2.2 Network Attitudes - Commitment 
Results reported under this sub-heading refer to information collected using statements 
nine, fourteen, twenty-two, thirty and thirty-six. 
Statement A9 - Commitment to the network varies widely, with some firms putting in less 
effort or resources. 
The overwhelming majority of respondents (83.7%) felt that some firms put less effort or 
resources into the network than others. Only 1.2% of respondents expressed disagreernent 
with this statcmcnt. 
Statement A 14 - Large firm members contribute proportionately more money and resources 
than their smaller counterparts. 
A substantial number of respondents were unable to decide one way or the other, or did not 
know, whether large firm members contributed proportionately more money and resources 
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than their smaller counterparts. Only 21.1% felt confident enough to say that they did 
contribute more, as compared with 35.7% who believed that they did not. 
Statement A22 - Resource or time commitment from some members is negligible. 
Just over two thirds of respondents indicated that resource or time commitment from some 
members was negligible, as compared with 7.2% who felt that it was not. 
Statement A30 - All members are equally committed to the success of the network. 
Lack of commitment to the network is also evident from individuals responses to the 
statement relating to their perception of other members commitment to network success. 
Nearly twice as many respondents believed that all members were not committed to 
network success, as felt that they were (48.3% and 24.6% respectively). 
Statement A36 - All network members are prepared to be flexible and make personal 
sacrifices, if such sacrifices benefit the network as a whole. 
A communitarian spirit does not appear to be evident, at least, not on an aggregate basis for 
the networks studied. When asked whether all network members were prepared to be 
flexible and make personal sacrifices where such sacrifices benefited the network as a 
whole, only 19.8% of respondents felt able to agree that they were. 
219 
X. 1.2.3 Network Attitudes -Network Members 
Results reported under this sub-heading refer to information collected using statements 
two, four, five, fifteen, sixteen, twenty-five and thirty-five. 
Statement A2 - Apart from our business activities I believe I have a lot in common with 
other members of the network 
Co-operative relations would for the most part appear to be formed between like-minded 
individuals, as over sixty three percent of members felt that they had a lot in common with 
other members of their network, whilst only 13.1% of all respondents held a contrary 
view. 
Statement A4 - All members contribute something to network success. 
Over sixty percent of all respondents felt that all members contributed something to C> 
network success, with less than twenty two percent disagreeing. 
Statement A5 - All network members have equal influence in setting the networks goals 
and objectives. 
More respondents held the view that all members did not have an equal influence on 
network goals and objectives (45.5%) than held the view that they did (32.0%). 
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Statement A15 - All network members were in agreement at the outset, as to what the 
objectives of the network should be. 
Despite the fact that respondents agreed that members were in agreement at the outset as to 
what the objectives of the network should be, 37.7% indicated agreement as compared with 
12.7% who indicated disagreement. Perhaps the most telling figure is that over twenty 
eight percent of all respondents were not able to give a response (To Not Know') at all, 
which may well be related to the length of time for which they have been a member. 
Clearly 'new' members will not realistically be able to comment on levels of agreement 
which might have existed for goals and objectives which were set prior to theirjoining the 
network. 
Statement A 16 - Conflict between network members is rare. 
Over forty seven percent of all respondents agreed that conflict within the network was 
rare, less than ten percent of those surveyed indicated that this way not the case. 
Statement A25 - Network members are friendly and approachable. 
The vast majority of respondents felt that other members of the network were friendly and 
approachable (84.5%), less than two percent of respondents held a contrary view. 
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Statement A35 - The network has members who are seeking to exploit other members in 
what ever way they can. 
Opportunism within the networks surveyed would appear to be low, only 10.3% of 
respondents indicated that there were members who were seeking to exploit other members 
in whatever way they could. The greater proportion of respondents felt that members were 
not abusing the network in this way (55.2%). 
X. 1.2.4 Network Attitudes - The Macro-Environnient 
Results reported under this sub-heading refer to information collected using statements 
one, six, eleven and twenty four. 
Statement Al -I am more likely to co-operate, with firms that offer similar products or 
services, if they are operating outside of my firm's markets. 
The majority of respondents (57.3%) indicated that they were more likely to co-operate 
with firms offering sirriflar products or services if the firms were operating outside of their 
own company's markets. Of all respondents only 17.3% actively disagreed with this 
statement. 
Statement A6 - The market sectors in which my company competes are highly competitive. 
The vast majority of respondents (86.6%) felt that the market in which their company 
operates was a competitive one. Less than six percent held a contrary view. 
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Statement A 11 - The market in which my company operates is not prone to rapid change. 
Most respondents (60.9%) felt that their firm's market was prone to rapid change, although 
it should be noted that a significant proportion (29.3%) stated that it was not. 
Statement A24 -I would be more inclined to co-operate if competition was more intense. 
For most respondents competitive intensity was not a co-operative issue. Of all 
respondents only 31.1% indicated that they would be more inclined to co-operate if 
competition were intense, as compared with over 63.6% who indicated that it would not 
affect their co-operative propensity. 
X. 1.2.5 Network Attitudes - General 
Statement A7 -I communicate with network members on a regular basis. 
Most respondents indicated that they did not communicate frequently with other members 
(38.7% disagreed with the statement, 19.4% neither agreed or disagreed). Of all 
respondents only 41.901o agreed with the statement thereby indicating that they 
communicate regularly with other members. 
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Statement AIO - The benefits realised by the network arc divided fairly between all 
members. 
More respondents felt that benefits were not fairly divided (36.0%) than thought that they 
were (28.9%), one should however note that 24.9% of respondents indicated that they 
could neither agree or disagree, whilst a further 10.3% indicated that they did not know. 
Statement A 12 - Communications with other members of the network are best described as 
informal. 
The overwheln-dng majority of respondents (79.8%) believed that communications with 
other network members were best described as informal, only 6.0% held a contrary view. 
Statement A18 - The costs of running the network have been split fairly between all 
members. 
Network costs for the most part would appear to have been split fairly between members 
(57.0% of respondents believed this to be the case), only 10.4% felt that costs had not been 
evenly distributed. 
Statement A19 - Other members would have difficulty replacing the skills and resources 
my firm brings to the network. 
Most respondents believed that their firm did not bring skills to the network which would 
be difficult to replace (60.2%). Less than twenty percent of individuals who completed and 
returned the questionnaire felt that their skills were in short supply. 
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Statement A20 - All views and opinions are expressed and discussed before any decision is 
made. 
Over twice as many respondents felt that their opinions were expressed and discussed 
before a decision was made (36.7%), than felt that they were not (16.3%). Although it 
should be noted that as with a number of other statements reported here a substantial 
number of individuals selected "Neither Agree or Disagree" or "Do not Know" positions, 
with percentages relating to these positions being 25.5% and 21.5% respectively. 
Statement A23 - My firm's contribution is vital to the network's success. 
Results for statement A23 add support to those reported for A 19, here one finds that less 
than ten percent of respondents believe that their firms contribution is vital to the success 
of the network, whereas over two thirds felt that it was not. 
Statement A27 - All members of the network are working for collective as opposed to 
individual gain. 
It was the belief of most respondents that members of the network were not working for 
collective as opposed to individual gain (56.7%). 14.77o of respondents indicated that they 
believed that they were. 
224 
Statement A28 - The group rarely makes decisions that go against my wishes. 
A substantial number of respondents (35.1 %) felt unable to decide whether the group rarely 
made decisions that went against their wishes. Most respondents who felt able to decide 
agreed that the group rarely made decisions that went against their wishes (41.0%), 13.2% 
disagreed. 
Statement A31 - No single individual's personality or objectives dominate the network. 
Opinions on whether a single individual's personality or objectives dominated the network 
were fairly evenly split, with 40.1% arguing that no single individual dominated the 
network, whilst 35.7% indicated that they did. 
Statement A32 - Network meetings are rarely arranged, and when they are, are poorly 
attended. 
Few respondents agreed with this statement (that network meetings were rarely arranged 
and when they were, were poorly attended) (8.4%). The overwheln-dng majority held a 
contrary viewpoint (67.7%). It should however be noted that this statement is really 
comprised of two statements: network meetings are rarely arranged, and network meetings 0 
are poorly attended. The poor construction of this statement means that the results derived 
from it should be treated with caution. 
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Statement A34 - No single individual uses their firm's power in terms of market share, 
turnover, etc to dominate the group. 
Abuse of power by a single firm appears to be rare within the networks studied. Less than 
six percent of respondents indicated that individuals used their firm's power to dominate 
the group, over ten times as many respondents indicated that they did not. 
226 
Table X. 1 - Summary of Frequencies relating to statements Al to A36 
Statement Strongly Agree Neither Ag. Disagree Strongly Do Not 
Number Agree or Disag. Disagree Know 
1 18.1 39.1 22.6 15.7 1.6 2.8 
2 18.7 44.4 18.3 11.1 2.0 5.6 
3 22.9 52.6 10.3 12.3 2.0 0 
4 8.3 52.0 14.7 18.7 3.2 3.2 
5 4.3 27.7 19.0 36.0 9.5 3.6 
6 37.5 49.0 7.5 4.3 1.6 0 
7 8.3 33.6 19.4 32.0 6.7 0 
8 2.0 8.7 18.6 46.6 24.1 0 
9 20.6 63.1 7.5 0.8 0.4 7.1 
10 1.6 27.3 24.9 27.3 8.7 10.3 
11 2.0 27.3 7.9 35.6 25.3 2.0 
12 5.2 74.6 14.3 5.2 0 0.8 
13 4.0 30.6 41.7 18.3 2.8 2.8 
14 1.2 19.7 22.9 27.3 8.4 20.5 
is 6.0 31.7 21.0 11.5 1.2 28.6 
16 4.4 42.9 17.9 9.5 0.4 25.0 
17 3.2 35.7 50.8 6.0 1.2 3.2 
18 6.0 51.0 15.5 8.4 2.0 17.1 
19 3.6 15.5 22.3 44.2 6.0 8.4 
20 2.4 64.3 25.5 13.5 2.8 21.5 
21 10.3 71.4 11.9 2.0 0.4 4.0 
22 13.5 53.2 15.5 5.6 1.6 10.7 
23 0.4 8.7 21.8 49.2 15.9 4.0 
24 0 3.2 27.9 47.4 16.2 5.3 
25 15.1 69.4 12.3 1.2 0.4 1.6 
26 9.9 53.6 21.8 9.1 0.8 4.4 
27 0.8 13.9 21.4 44.8 11.9 7.1 
28 1.6 39.4 35.1 11.2 2.0 10.8 
29 0.4 30.7 25.9 26.7 10.8 5.6 
30 1.2 23.4 19.8 40.9 7.5 7.1 
31 2.4 37.7 15.9 27.4 8.3 8.3 
32 1.2 7.2 15.5 42.2 25.5 8.4 
33 5.6 65.5 17.9 8.7 0.8 1.6 
34 8.8 49.4 22.3 4.8 0.8 13.9 
35 0.8 9.5 19.8 40.5 14.7 14.7 
36 0.4 19.4 31.7 27.8 4.4 16.3 
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